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Competitive Philosophies 
Aired At NAIC Hearing 


Uniformity Versus Free 
Wheeling Becomes 
Issue In Fire Rating 


The approximately 80 industry and 
department people who turned out 
last week at Chicago for the first 
hearing of the NAIC subcommittee 
which is studying rating laws and 
regulations heard a good preliminary 
round of discussion of the main issues 
that divide the independents and the 
bureaus as the competition that has 
been waged in casualty lines boils 
over into fire insurance. 

Although the NAIC hearings follow 
the more publicized sessions con- 
ducted by the O’Mahoney committee 
of the U. S. Senate, the significance 
of what NAIC is attempting to do is 
of immediate importance to the indus- 
try. If anything is going to be done 
about changing the rating laws, it will 
be done under the aegis of NAIC, and 
the leverage that will make changes 
possible now when they might not 

(CONTINUED ON PAGE 11) 


Bureau And Independent 
Positions Are Led By 
Parker And Lemmon 


The most closely attended comments 
at the hearing last week of the NAIC 
subcommittee reviewing fire and cas- 
ualty rating laws and regulations were 
those of Vestal Lemmon, general man- 
ager of National Assn. of Independent 
Insurers, and Kent H. Parker, manager 
Western Actuarial Bureau. They were 
in the spotlight because they were the 
leading exponents of the two sides of 
the competitive issue. The indepen- 
dents want changes in the rating laws 
which will give them elbow room in a 
hotly competitive fire insurance busi- 
ness. The bureaus seem to be satisfied 
with the all-industry laws. 

Mr. Parker devoted his comments to 
an explanation of his organization’s 
functions and that of the rating bur- 
eaus. He described how they operate 
under the law without committing 
himself one way or another as to 

(CONTINUED ON PAGE 28) 





Mich. Commissioner 
Asks State To Keep 
Mich. Surety Bond 


LANSING—Despite occasional re- 
ports from other states to the effect 
that local bodies are refusing to con- 
tinue bonds in Michigan Surety, Com- 
missioner Blackford has advised the 
state of Michigan and its agencies 
against cancellation of any coverages 
carried with that company. 

Mr. Blackford heads a three-man 
operating committee which is over- 
seeing the affairs of Michigan Surety 
for 45 days of grace granted by In- 
gham County circuit court to permit 
an independent examination following 
the filing of a receivership petition by 
the Michigan department. The com- 
missioner, who three or four weeks 
ago was seeking to have the depart- 
ment take over Michigan Surety for 
liquidation, has done an about face, 
and in an advisory communication to 
the state controller says: 

“It is the recommendation of this 
office that there be no cancellation of 
msurance carried by the state of Mich- 
gan with that company (Michigan 
Surety). Further, under the under- 
writing standards adopted by the op- 
rating committee appointed by the 
court to manage the affairs of said 
company, we feel that renewal of pol- 
ity held by the state should be made 
and we see no reason to impose limi- 
tations on the part of the state to 
Place additional business with the 
‘ompany. The underwriting standards 
Prescribed by the operating committee 
are designed to offer sufficient pro- 


a to the state to take such ac- 
ion.” 


Senate Probar Sees 
No Federal Rule But 
Urges Competition 


Sen. Hennings of Missouri, a.mem- 
ber of the Senate anti-trust subcom- 
mittee investigating insurance, is con- 
fident that there will be no federal 
intervention in insurance regulation if 
state supervision achieves the objec- 
tives of public law 15. In a talk at 
the all industry luncheon sponsored 
by the Kansas City chapter of CPCU, 
he said he knows of no feeling in 
Congress for federal regulation simply 
to increase the scope of federal govern- 
ment. 

“Ultimately, the future of the reg- 
ulation of your business is in your 
hands,” he told the gathering. Those 
in the business are uniquely qualified 
to know whether the states are doing 
an adequate job in protecting the in- 
terests of the public, and they are also 
best equipped to help bring about 
reformations and _ strengthening of 
state laws, if they are inadequate.” 

Sen. Hennings said if states keep 
their insurance codes in repair, and 
if state laws are competently and 
vigorously enforced, he cannot foresee 
the creation of a federal insurance de- 
partment. He indicated that he would 
like to see regulation kept in present 
“competent hands.” 

By its very nature, state govern- 

(CONTINUED ON PAGE 4) 





Indiana Agents’ 
Convention Report 
Begins On Page 18 











Phoenix Of London 
Advances Harris To 
Replace Robinson 


William C. Harris, deputy U.S. man- 
ager and executive vice-president of 
Phoenix of London, will succeed John 
R. Robinson as chief executive officer 
of the group Jan. 1. Mr. Robinson is 
retiring at his own request. 

Mr. Harris will assume Mr. Robin- 
son’s positions as president, general 
manager and chairman of Phoenix 
Assurance and U.S. manager of Lon- 
don Guarantee and Union Marine & 
General. 

Mr. Harris, born in Manchester, 
England, joined Phoenix of London 30 
years ago. At its head office in London 
he advanced to superintendent of fire 
underwriting for the city of London. 
He went to New York in 1934 as assis- 
tant secretary; was named vice-presi- 
dent and assistant U.S. manager in 
1955 and executive vice-president and 
deputy U.S. manager in 1958. 

He is a member of the governing 
committee of Virginia Insurance Rat- 
ing Bureau and adjustments and dis- 
aster committees of National Board. 

Mr. Robinson joined Phoenix of 
London in 1924. He was named execu- 
tive vice-president and deupty USS. 
manager in 1950; president and U.S. 
manager in 1957, and elected chair- 
man of Phoenix Assurance in 1957. 

He is a director of General Adjust- 
ment Bureau, and a member of the 
executive and membership committees 
of National Board. 


99% Of U.S.F.4G. New 
Stock Is Subscribed For 


Stockholders or their assigns of 
U.S.F.&G. subscribed for a total of 
904,146 shares of an issue of 910,743 
shares of $5 par value stock offered at 
$26.50 per share to stockholders of 
record Oct. 28. The right to subscribe 
expired Nov. 17, 1959. 

An investment banking group 
headed by Alex Brown & Sons; Baker, 
Watts & Co.; John C. Legg & Co. and 
Stein Bros. & Boyce that underwrote 
the issue are offering for public sale 
at $31.50 per share the 6,597 shares 
of stock. not subscribed for. 


IAC Hears Formula 
For Company-Agent 
Selling Relations 


Ad Men Outline New Role 
In Competition For Auta 
Business; Few At Meeting 


By JOHN N. COSGROVE 


NEW YORK—An “outsider” was 
the star performer at the midyear 
meeting of Insurance Advertising 
Conference here. In a talk on selling, 
Howard A. Berrian, assistant sales 
manager of C. F. Mueller Co., Jersey 
City, emphasized that he was a “ped- 
dler” in the macaroni business. He 
then presented eight features that the 
sales agents of companies in any busi- 
ness, including insurance, should ex- 
pect from the organizations they 
represent. 

Mr. Berrian’s advice was heard by 
a turnout of 72 registrants, of whom 
only a bakers’ dozen were insurer ad- 
vertising managers. 

He said that the day of “corporate 
gypsies, drifting aimlessly around 
territories with no destination and a 
dearth of ideas” is over. Companies 

(CONTINUED ON PAGE 24) 


Leslie Is President 
Of Casualty Actuaries 


William Leslie Jr., general manager 
of National Bureau was elected presi- 
dent of Casualty Actuarial Society at 
the annual meeting in Chicago. Ernest 
T. Berkeley, actuary of Employers Lia- 
bility, and L. H. Longley-Cook, actuary 
of North America, were named vice- 
presidents. 

Russel P. Goddard, actuary of New 
York Compensation Insurance Rating 
Board, was named editor. Richard Lino, 
senior assistant actuary of National Bu- 
reau, and William J. Hazam, assistant 
vice-president and associate actuary of 
American Mutual Liability, were re- 
elected librarian and general chairman 
of the examination committee, respec- 
tively. 





































































































“THOSE ARE THE PAPER HANDLERS THAT CAME. 
WITH THE COMPUTER.” 











Why Agents 


FieNATIONAL UNDERWRITER 


Are Necessary And How Hail Insurers 


They Can Be More So In Days Ahead 


By KENNETH O. FORCE 


(Based on talk before the annual 
convention of Indiana Assn. of In- 
surance Agents, Indianapolis.) 


Are agents necessary? 

As a buyer of insurance, I have al- 
ways thought so. Insurance is pre- 
ponderantly a local business. Perils 
and risks are localized. Perhaps in- 
surance is less local than it was 50 
years ago when fewer persons and 
things traveled less distance at slower 
speeds. But practically all personal 
business and a good deal of the com- 
mercial insurance transactions never 
get out of town. 


Sold, Delivered Locally 


Insurance is sold locally, and it is 
largely delivered locally. Company 
men seldom see insured. The agent is 
the agent. He is also practically all of 
the company an insured ever knows. 

This is a heavy responsibility. This 
is also a fact that tends to be over- 
looked or disregarded by many in the 
business, including agents. Yet in un- 
derwriting, in marketing, and even in 
the paper work that reaches the con- 
sumer, it is so important that unless it 
is carefully regarded in all decisions, 
particularly those that involve changes 
in these three basic functions of the 
insurance business, the functions do 
not accomplish their purpose, the 
changes fail, or do not succeed as they 
should. Perhaps this is the reason for 
so many “maneuvers” in the insur- 
ance business which do go nowhere 
—that spring up, are publicized, and 
then disappear without notice. 


Nature Of Agency Business 


That the agent is essential to in- 
sured and company in the distribution 
of insurance can be conclusively dem- 
onstrated by analyzing the nature of 
the agency business. Two things about 
it long have been impressive. (1) The 
field offers an unusually open and 
widespread opportunity for a man to 
get into business for himself—and, 
for the going agency, an unparalleled 
opportunity for expansion of service 
and income. Both opportunities over 
the years have remained remarkably 
open. Thus, the agent is vital to the 
company. (2) The other thing that is 
impressive is the vitality and dura- 
bility of an agency’s business. The 
agent’s business has momentum, which 
means that it possesses economic worth 
for the public. 

1. There is clear and convincing ev- 
idence that although at this moment 
everyone in the U.S. has all the in- 
surance he needs or wants, though all 
risks are covered in adequate amount, 
every person or business with an in- 
surance need is being served by enough 
agents with enough time and talent 
to do the job—in spite of all this, here 
is an enterprise which a young, capa- 
ble and intelligent man can enter and 
in a few years establish a good busi- 
ness. It is even a vocation in which 
part timers do not seem to have dif- 
ficulty getting started. 

If the agent doesn’t have much cap- 
ital he has to work hard and pinch 
pennies while he puts the business on 
its economic feet. 

Nevertheless, if he likes people, if 
he likes selling, if he is ambitious, if 
he is energetic, he can go into busi- 


ness in any one of hundreds of cities 
and towns over the country and, with- 
in a few years, five or 10, have a suc- 
cessful, going enterprise that he can, 
if he wishes, sell for money. 

For most of the last 25 to 30 years 
this has been true. 


Reasons For The Opportunities 


This could be because not enough 
new agents are going into the business 
to do more than take care of replace- 
ments for those disabled, run down, 
or dead. It could be also because the 
needs for insurance grow as the econ- 


omy grows—and with the economy 
growing at a great rate for years, those 
needs have increased almost 40% in 
10 years and almost 700% in 20—from 
a little more than $2 billion in 1938 to 
$12.5 billion in 1958. Talk about growth 
industries and opportunities for the 
future. 

The opportunities that exist in plen- 
ty in the agency field could be there 
also, to some extent, because America 
is not ideally insured. It is not insured 
enough, in the right amounts, or for 
the right perils. There are a great 

(CONTINUED ON PAGE 15) 





Survey Shows Most Agents Handle Losses, 
Horton Advises 63rd Kentucky Annual 


LOUISVILLE—Although the title of 
his talk was “Agency Loss Adjust- 
ments,” Benjamin J. Horton, Horton 
Adjustment, Louisville, and president 
National Assn. of Independent Adjust- 
ers, wasted no time in telling Ken- 
tucky Assn. of Insurance Agents meet- 
ing here for its 63rd convention that he 
does not approve of the principle of 
agency adjustments. 

Charles J. Baugh, Mayfield, was 
elected president replacing Charles B. 
Chrisman, Pikeville. Donald H. Put- 
nam Jr., Ashland, was elevated to Ist 
vice-president, and Cecil E. Yeary, 
London, became 2nd _ vice-president. 
Walter R. McCord, Louisville, who for 
the past several years has directed the 
organization as_ secretary-treasurer, 
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will continue in that post. 

Mr. Horton said that whether ad- 
justers approve of agents handling 
losses or not, the fact remains that 
they have done so since the beginning 
of insurance and no doubt will contin- 
ue to do so. 


Most Permit Adjustments 


Virtually every company permits 
agency adjustments, subject to some 
restrictions. Some are_ enthusiastic 
about the practice and believe that 
important savings result. Others are 
opposed, but approve for business rea- 
sons. There is no apparent uniformity 
of thinking, but the majority seems to 
favor agency handling of simple prop- 

(CONTINUED ON PAGE 31) 


Long Haul 
Combined Single 
Limit 


A recognized authority 
in the trucking industry, 
Excess offers tailored covers 
for bodily injury, property damage, 
motor truck cargo. Also combined 
single limit contracts for Bl, PD, 
cargo, fire, and theft. Your 
logical source for this 
profitable field! 


EXPERIENCE, STABILITY, TRADITION .. . these are the basic ingredients of Excess 
Underwriters eminence in every form of excess covers and reinsurance. And, the 
many leading producers we serve today have found that these outstanding qualities 
have become a part of their own company story! It will pay you to bring your next 


risk to Excess. 


EXCESS UNDERWRITERS, we. GJ 


175 West Jackson Bivd. ¢« 


Chicago @ WEbster 9-5535 
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Have Another 
Fine Year 


1959 Premiums Down 
$5 Million, But Losses 
Decrease $9 Million 


Crop-hail insurance premi 
1959 of members and _ subscri 
Crop-Hail Insurance Actuaria 
totaled $72,957,828 and _ losses 
$32,979,060, producing a loss ratio 
45.2. This was the best year for 
hail people since 1950 on the loss 
side, but in 1950 total premiums » 
only $24,688,245, just about on 
of what was attained this year. 

The Crop-Hail Assn. companies 
count for approximately 75% of all 
hail premiums in the U. S. 

Premiums in 1959 are about $5 
lion less than they were the year 
fore, but the losses are down 
$9 million. Hail insurance expe 
has improved remarkably since 
very bad year of 1956. The dip in 
miums this year is the first time 
1952 that hail writing companies 
failed to set new records in total 
ings. 

Although premiums were off, 
ly because of drouth in the wheat p 
ducing areas of North and South 
kota and Texas, and mosaic 
to crops in Kansas and Oklahoma, 
were increases elsewhere that 
to give the hail people a better spreai 
For example, in 1959 there were jf 
states in the $1 million premium day 
two more than in 1958. Arizona 
Georgia are the new entries. 


Most Experience Good 


Experience was good in almost @ 
areas this year except Minnesoh 
North and South Dakota and Tex 
On a significant premium income+t! 
million or more—experience was % 
good as a 10% loss ratio in Illinois 
as bad as 103% in Minnesota. 

North Carolina had an incrzase i 
premiums of nearly $600,000, and went 
into first place again from the stané- 
point of premium income, while Kan- 
sas, number one in 1958, now is th: 
third ranking state. Texas continue 
in second position. Incidentally, te} 
loss ratio in North Carolina was only 
26%. 

Crop-Hail Assn. will hold its annul 
meeting Dec. 11. Lloyd E. Morgan 
Corroon & Reynolds, is president, avi 
Richard J. Roth is manager. 

The association this year began 
ing an IBM 650 magnetic tape ele 
tronic data processing machine whit 
enables it to keep up with the d& 
mands for current rating. In 1960, th} ‘ 
association will rerate about 65% @ 
the premium income. Each state is 
viewed ratewise at least once evel 
three years, but if there are unusl# 
circumstances rerating is done on # 
emergency basis. This occurs if th 
loss ratio in a state for a given ye 
is exceptionally high or low. : 

The association also is cooperating 
with the Illinois State Water Survey, 
the meteorology division of which * 
working with Crop-Hail Assn. in # 
effort to study hail loss by using met 
orological principles to discover why " 
occurs in one locality more often ta 
another. This already has been an ® 
in rate making. 

Premiums and losses on crop 

(CONTINUED ON PAGE 25) 
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= res She works for you—the State Farm agent. Yet you may never partnership that makes you your own boss, free to serve a large 


are unusal have seen her before. She’s one of the 9,346 people who pro- clientele with our well-rounded portfolio of auto, life and fire 
done on . vide you with precious time. insurance. You enjoy the position of ‘‘family insurance man.” 
pe She’s one of the billers, checkers, policy typists, code review- And because you represent only State F arm, you benefit from 
, ers, underwriters, statisticians, mail clerks—the people in our full identification with our vigorous national advertising and 
ory offices whose countless tasks help free you from detail work, promotional programs. 
pf which is give you the time to sell. So Mr. Agent, meet Miss Jones. She’s 
bere a) There’s an office worker for every one of our 7,500 agents. doing a lot to support the “Marketing Part- 
lover why i And there are 1,600 claim representatives to assist in the field. nership” between you and State Farm that 
often til It’s planned this way to support our ‘“‘Marketing Partnership” has kept us the world’s largest automobile 


inset between the company and you—the agent. And it’s this unique insurance company for 17 straight years. 


STATE FARM 


INSURANCE 


crop-ha! é ‘ ’ ; 
25) se For further information on any aspect of State Farm operations, write: Director of Public Relations, State Farm Insurance Companies; Home Offices, Bloomington, Ill, 
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Ac&S Bulletins Has Summit F.4C. Cleared, Ford-Allstate Insurance Am, Fore Advances} 


Drops Union Business 
New Booklet On ee F.&C. of Akron, O., under 
: investigation by the Illinois department 
Income Tax And A&S in connection with its acquisition of 
The Accident & Sickness Bulletins the multi-million dollar bondng busi- 
of the National Underwriter Co. has ness of the teamsters’ union, has been 
issued a 36-page booklet, “Federal In- given a clean bill of health by the de- 
come Tax and Accident & Sickness partment. At the same time, Summit 
Insurance,” in answer to the demand President Allan S. Blank announced 
for the reference information about that his company had withdrawn from 
income tax that has been assembled the union business because of unfavor- 
in the Sales Service of the bulletins. able publicity by Chicago newspapers. 
The information relates specifically to The company dropped the business 
the sections of the internal revenue after its failure to obtain reinsurance. 
code of 1954 that govern compensation Munich Re, United Benefit Fire, Stew- 
for injuries or sickness, accident and art, Smith (Ill.) and Stuyvesant, had 
health plans, and contributions by the been negotiating for the reinsurance 
employer to A&S plans. but reconsidered in light of the unfa- 
The booklet contains: (1) Answers vorable publicity. ; 
to 20 questions that are most often Chicago newspapers had previously 
asked about income tax in relation to disclosed that the agency which ob- 
A&S insurance; (2) the actual wording tained the teamsters’ business had con- 
of the A&S portions and the medical nections with Allen M. Dorfman, whose 
expense portions of the code; (3) the brokerage license was _Tevoked for 
detailed, authoritative A&S regulations withholding union prmiums for his 
prescribed by the Treasury Depart- Own use. 
ment; and (4) about 40 rulings of the — 
Internal Revenue Service— those is- Morrison Is Elected 
sued since the first of 1955 which relate : : 
to the A&S portions and medical ex- _ James Morrison, America Fore Loy- 
pense portions of the code. alty group, has been elected president 
Price of the booklet is $3 for four of Seattle Blanket Club, succeeding 
copies from the National Underwriter Fred Armstrong. Also elected were 
Co., 420 East Fourth Street, Cincinnati Dennis Angel, Groninger & Co., vice- 
2. Reduced prices apply for larger president; Bert Chambers, secretary, 
quantities. and Ronald Gillmeister, treasurer. 
ae A secondary offering this week by 
K. C. Agents To Elect Dec. 1 First Boston Corp. of 29,000 shares of 
Insurance Agents Assn. of Kansas Springfield F.&M. at 292 was sold on 
City will elect new officers Dec. 1. The the first day. 
nominating slate lists Morton M. Jones a 
for president, J. R. Garr for vice- Mariners Port of Chicago will hold 
president, and Elton M. Nichols for its annual meeting and Christmas party 
treasurer. Dec. 9 at the Midland Hotel there. 
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Insurance Agents 


175 W. Jackson Blvd. 430 N. Fifth St. 

Phone WAbash 2-3622 Phone SPringfield 8-4305 
CHICAGO 4, ILLINOIS SPRINGFIELD, ILLINOIS 
1401 Peachtree St., N.E. 693 N.E. 79th St. 
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ATLANTA, GEORGIA MIAMI 38, FLORIDA 


601 Munsey Bivd. 
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te NEW ... Excess Auto Liability Insurance 
ASSIGNED RISKS 
FINANCIAL RESPONSIBILITY 


3% NEW ... Auto Physical Damage 
(THRU SPRINGFIELD OFFICE ONLY) 
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(COOK COUNTY ONLY) 
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Facilities 
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Discussions Reported 

The negotiations between Allstate 
and Ford Motor Co. for some arrange- 
ment on the Ford finance business have 
attracted the attention of the Wall 
Street Journal, which last week quoted 
spokesmen of both companies to the 
effect that insurance and/or reinsur- 
ance discussions are in progress. The 
paper reported that Allstate obtains 
some business now from Ford’s fleet- 
leasing operation. Allstate is recom- 
mended by Ford to its dealers in the 
leasing business. “Allstate is the only 
insurer Ford specifically recommends,” 
the Journal says. 

A prospectus issued by Ford in con- 
nection with the Ford Foundation’s 
registration with the SEC of 2 million 
shares of Ford stock the foundation 
proposes to sell said: 

“It is contemplated that Ford Motor 
Co.’s credit and insurance subsidiaries 
will negotiate various arrangements 
with Allstate relating to insurance and 
reinsurance.” 


Cut Rate For Compact Cars 


Government Employees has reduced 
rates by 10% for liability and colli- 
sion coverage of compact cars in Dis- 
trict of Columbia and Maryland. Pre- 
sent policyholders of insurer will re- 
ceive the reduced rate when their 
policies are renewed. 


Senator Sees No Federal 


Rule, Urges Competition 


(CONTINUED FROM PAGE 1) 

ment is closer to the people than is 
the centralized federal government, 
and this is a virtue in itself, Sen. 
Hennings declared. Under present reg- 
ulation, a state may make special pro- 
vision for unique circumstances exist- 
ing in that state. The present system 
permits an individual state to consti- 
tute itself as a laboratory for the de- 
velopment of new solutions to new 
problems. However, state regulation 
is not an unqualified blessing. States 
rights also mean states responsibili- 
ties. 

In the exercise of its jurisdiction, a 
state should not create arbitrary bar- 
riers to the free flow of commerce, 
and yet there is today a growing prac- 
tice, common in some states, of with- 
holding for long periods approval of 
the application for licensing by com- 
panies. Insurance commissioners 
through their national association will 
pay increasing attention to the re- 
moval of trade barriers, brought about 
by the thoughtless inattention of some 
insurance departments, Sen. Hennings 
said. 


Stresses Competition 


The character of competition in in- 
surance is not precisely the same as 
in other business, he continued. Com- 
petition must not be such as to des- 
troy ability to meet future obligations. 
No one could advocate competition so 
vicious as to impair the solvency of 
insurers. Competition which would 
permit giant companies to use the 
earnings from their great surpluses to 
subsidize premium levels so inade- 
quate as to bring about the elimina- 
tion of smaller competitors could not 
be justified. It is recognized that in- 
surance rates are established on past 
experience and that it is frequently 
necessary for companies to pool their 
experiences in order to arrive at rea- 
sonable rates. 

“But we cannot allow the necessity 
of forbidding malignant competition 
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Several, Plans Ney 
Engineering Unit 


Edward J. Ryan, vice-presiden; 
Fidelity & Casualty, has been appoin, ( 
also a vice-president of America jy 
fire companies. He assumes addifj, 
responsibilities resulting from , 
transfer of vice-president Erwip ; 
Luecke to Chicago. 

William H. Berry, Vice-presiden, Sur? 
America Fore fire companies, has het 
appointed also a vice-president of 
delity & Casualty. He assumes soul 
responsibility for establishing ang 
ministrating an America Fore @ 
neering department. g 

Melford J. Pitre, vice-president Sours 
Fidelity & Casualty, has been appoip 
in addition a vice-president of Ament: 
Fore fire companies. While continy; 
his present duties, he will share as 
Berry’s alternate in responsibility ; 
the America Fore engineering depgfti 
ment. 





Kurbyweit, O’Brien Named 


Victor Kurbyweit, Thomas E. O’RBrii 
and Walter D. Sheldon, formerly siti 
retaries, have been appointed 
presidents of America Fore fire 
panies. 

J. Homer Donica, William L, Bre 
nan, Thomas W. Booth, Harry W. Ko 
er, W. Hugh Hunter, Lane C. Kaley 
Sylvester P. Eisemann, assistant » 
retaries, have been advanced to » 
retaries of America Fore fire om 
panies. Mr. Eisemann will continue 
supervise the fire companies’ ope 
tions in Brooklyn. 

Manual J. Tanz, assistant secret: 
has been appointed a secretary of 
delity & Casualty. He will continue 
supervise that company’s operations 
Brooklyn. 





to stand as an excuse for the elimi 
tion of all competition, and we ca 
not, in recognizing the right of t 
companies to act in concert, pe 
them to form combinations, dire 
or through bureaus, which are & 
signed to coerce conformity to t 
destruction of all individual corpora 
initiative,” Sen. Hennings declared. }.. 
In the system of state regulatis 
individual companies must have fre 
dom to grow, freedom to improvis 
and freedom to find new ways 
serve the public better, and a healt 
competition among companies, | 
forms, in rates and in methods of & 
ing business must be encourag 
Such competition will not only benef 
the insurance buying public, but }adv 
will also strengthen the business, i achi 
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CASUALTY EXECUTIVE age 
POSITIONS the 

$12,500 - $18,000 pro 


Midwest—Multi. Line Sls. Dir. .....$18,00L} ent 
Require heavy concentration, managerial lev} thr 
in Life Insurance. Age 
Midwest—Cas. Agcy. Dir. ...... «$175k pro 
Highly recommended for man desirous obtalt} als 
ing Home Office Exec. Position, desiralt 
location. Car 
East—Cas. Sales Prom. Mgr. ...... $12,500. 
Age to 40, CPCU mandatory, thoroughly cot 
versant with preparation of promo 
material. 

Our comprehensive listings include compe 
rable executive openings and salaries all se 


tions of the country. Write for "HOW WE 


OPERATE”. No obligation to register 
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INSURANCE PERSONNEL EXCLUSIVELY p 
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vances} Straight Look Into Big | Shows 


U 


By JOHN N. COSGROVE 
-presiden, f é : 
DCN appoin al (Factual data in this article is used 


America Poth permission of Editor & Publisher 
mes additio ine.) 

oo ; 
+ Ere The fundamental purpose of the Big 


campaign of National Assn. of In- 
€-presidens urance Agents surely must be to 
Mies, hag hegreate more sales for independent 
esident of seents and more premiums for their 
ssumes geyjumpanies. This goal may be lost sight 
Shing and pt by some. They view the program 
a Fore ekglely as an attempt to establish the 
bent’s identity and his status. Of 
>-president ~ourse, these objectives are part of 
een appoinne program. But the purpose of es- 
nt of Ameritablishing that identity is to keep the 
ile continyifeash register ringing. Any other inter- 
1 share ag ypretation of the Big I is moonshine. 
onsibility gf The Big I was conceived as a na- 
ering depgftional project and has been sustained 
on that basis. Many mistakenly be- 
lieve that advertising is not national 
“ nless it appears in consumer maga- 
nas E. O’Rubines nationally circulated, or on na- 
formerly gationwide TV networks. This is falla- 
Dointed yidcious. The most powerful national 
ore fire cogcampaign conceivable would be the 
um of all the advertising efforts made 
iam L, Brefby local agents in every hamlet, town 
arry W. Kok and city in the country—if these ef- 
C. Kaley afforts were keyed to a common symbol 
assistant sefot identification.—Big I. 

nced to s# This locally based effort would rest 
re fire cof the sound principle of point of 
1 continue§sle advertising. No other type will 
anies’ opendoa complete job for the “local agent.” 
This very appellation drives the point 
int secretarg home. 








retary of fj : ‘ 
1 continye local Potentials Cited 
operation § The soundly conceived Big I adver- 


tiing which has appeared to date in 
national publications has served only 
as the spearhead of the total neces- 
sary effort. That is all it could be ex- 
pected to do. Some commentators have 
‘derided the Big I’s $1 million plus, 
spent in the big name _ publications 
ad on network TV, as a piddling 
budget compared with the Niagara of 
advertising funds released by competi- 
. Ktive systems. These critics may have 
werlooked the millions now being 
-Espent by local agents in their com- 
munities, mostly in an uncoordinated 
ty way. If all these local advertisements 

were keyed under a single banner and 








soaell aq heme, the ad budgets of the competi- 


nly bee tive systems might in turn be dwarfed. 


Complete coordination of all Big I 
advertising at every level can best be 
achieved through the ideal medium 
for the independent agent—his local 
newspaper. The national campaign to 
date makes an attractive icing, but the 
agents must add substantial layers to 
the advertising cake. They have been 
0 provided with the necessary ingredi- 
... $1800] ents in the form of tie-in materials 
nagerial l@} through National Assn. of Insurance 

Agents. Still other tie-in ads are 
+ $17 Movided by companies. Agents can 
re also design their own. 


aa Breas 
roughly cor 
| weil 


only benel 
blic, but 
business, | 





ITIVE 


Campaign Itself Is Amazing 


Some have quibbled at faults in the 
Big I ads. This is no cause for wonder. 
at is astonishing is that there 
should be any campaign at all—even 
with flaws—in view of agent and com- 
pany attitudes, ranging from apathy 
0 active opposition. Despite this 
ethargy and worse, Big I has made a 
beginning in identifying the local 
ent nationally and in establishing 
e Principles for which he stands. 

Ow it is up to him to put the same 





S New eed For Local Point Of Sale Ads 


story across where he can cash in on 
it. He must wage his advertising fight 
on his own battleground—his own 
community or market area. Conven- 
tion speakers—agents and company 
men—constantly remind each other 
that the agency system’s back is to the 
wall and that it is fighting for its very 
existenve. They recommend modern 





He NATIONAL UNDERWRITER 


marketing and better selling. Yet, de- 
spite the fact that advertising is the 
first and completely indispensable step 
toward these goals, some of these ex- 
horters fail to support it in the only 
way that counts—with money. 

No one doubts the sincerity of these 
commentators. But they should sub- 
stitute for a flow of words a steady 
flow of advertising funds to the place 
where they will do the most good— 
to the local market through the local 
newspaper, 


America has been defined as a map 
of markets. No two markets are alike, 


5 


and no single market ever remains 
the same. The local paper not only 
reflects this change but often assumes 
leadership in it. Every agent should 
remember that his local paper has a 
stake in the preservation and progress 
of local business interests. The very 
editorial policy of every paper is de- 
voted to that end. 


Local Paper’s Interest 


There is probably not a single paper 
in the country that cannot claim active 
participation in at least one, and 

(CONTINUED ON PAGE 22) 





Underinsurance 
is sending a boy to do a man’s job 








pendent 














the agent Joses... 
the company loses... 


Your inquiry as to 
the advantages 


enjoyed by 


_ agents is invited. 


Unless insurance protection is increased to 
keep pace with the constant upward trend 
of values, the insured /oses... 





The Crum & Forster Group of 
Insurance Companies provides 
assistance to their agents in the con- 
stant battle against underinsurance 


CRUM & FORSTER GROUP 


of Insurance Companies 


SOUND, DEPENDABLE INSURANCE 
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FHeNATIONAL UNDERWRITER 


Sees Elements Of Auto Competition 
Moving Into Fire-No Profit Margin 


H. J. Ginsburgh, senior vice-presi- 
dent of American Mutual Liability, 
addressing the Mutual Insurance Tech- 
nical Conference at Chicago, offered 
some cogent reasons to back up his 
prediction that independent companies, 
which are making a strong entry into 
the residence fire field, will eventually 
use the classification refinement ap- 
proach for this business as they did in 
automobile; but the bureau companies 
will be quicker to counter than they 
were in auto. “The ingredients are all 
set out,” Mr. Ginsburgh said. “The 
stew can be quickly compounded. We 
will all be in it. With a substantial 
reduction in expense loading highly 
probable, and with price competition 
through classification refinement quite 
possible, I would expect that within the 
next few years there will be little or 
no margin left for downward differen- 
tials from bureau homeowners or 
residence fire rates. In fact, there will 


probably be scant room for underwrit- 
ing profit. If such conditions come to 
pass, and while they last, the problems 
and procedures of the underwriter will 
be quite analogous to those in the 
present automobile insurance situa- 
tion.” 

What is going on is the result of 
forces inherent in the business and 
rooted in the nature of competition, 
Mr. Ginsburgh commented. Congres- 
sional investigations and the like may 
temporarily hasten or retard the move- 
ment of these forces, but they are not 
the cause of them nor do they alter 
their direction. 

Using the term “underwriting” in its 
broad sense, Mr. Ginsburgh asked who 
can deny that the underwriting situa- 
tion in the casualty and fire business 
is “confused, confusing, and on the 
way to becoming more so?” The de- 
velopment of confusion has already 
proceeded quite far in the private 





passenger car field of automobile in- 
surance—and the automobile insurance 
is the largest segment of the casualty 
business. There are signs that fire 
insurance is entering upon the path 
already traveled by auto. 


Says Landmarks Are Falling 


Landmarks erected by cooperative 
effort are falling, he said. The prin- 
ciples of bureau operations are chang- 
ing. An investigating committee of 
Congress “is seemingly imbued with a 
doctrinaire philosophy which admits 
of no difference in pricing theory and 
practice between insurance and other 
forms of economic enterprise.” Com- 
petition is the cry—price competition 
untrammeled by the monopolistic 
machinations of rating bureaus. Par- 
enthetically, he added, it is a matter of 
some interest that apart from the 
political and academic raisers of the 
cry, the loudest voices seem to come 
from those who are already among the 
very large units in the fire and casual- 
ty business. This is a picture filled 
with problems for our companies, even 
the problem of survival itself. In the 
free-for-all rating battle that seems to 
impend, for the small company the 
ultimate peril might press close indeed. 

Mr. Ginsburgh said the surge of com- 
petitive forces in the fire business, 
which he believes will rise in power 
and scope during the coming years, has 
not arisen out of the Senate investiga- 
tion. On the contrary, it produced the 
investigation. There was no spontane- 
ous combustion in the genesis of the 
Senate subcommittee’s interest. By the 
early 40s, the fire company organiza- 
tions had achieved a high degree of 
control over rates, commissions and 
underwriting practices, but Mr. Gins- 
burgh observed, as often happens, “as 
power waxes so do insensitiveness and 
arrogance. 


War Was Restraining Factor 


“The competitive forces were held 
in check, I believe, by the exigencies 
of the war. They would have emerged 
just as surely and probably more 
rapidly after the war had there been 
no SEUA case .. . I believe that the 
passage of the McCarran act and the 
subsequent state regulatory legislation, 
in the establishment of standards to 
which insurance prices must conform, 
extended from rating organizations to 
companies acting individually a bur- 
den of justification the latter had 
hitherto largely escaped. Provided that 
one is out or gets out completely, it 
isn’t too hard to thumb a nose at a 
company rating organization and still 
live. But one doesn’t thumb a nose 
with impunity at governmental au- 
thority applying a law impartially and 
effectively. To prove adherence to 
rating standards is not always easy 
either for a rating organization or for 
an individual company.” 


Growth Provided Temptation 


The rapid post-war growth of the 
market for residence coverage pro- 
vided, Mr. Ginsburgh said, a tempta- 
tion too great for the competitive in- 
stinct to withstand. There were other 
sporadic moves of relatively limited ap- 
plication, but this mass market of re- 
sidence coverage saw the first really 
powerfully backed move to rate com- 
petition. These began with the intro- 
duction of the homeowners policy in 
1950 and have now moved on to the 
residence fire field generally. In doing 
so, he noted, they reflect some of the 
same factors as have been operating 
in that other great mass market, the 
private passenger automobile segment 
of the casualty business. 

The market for private passenger 

(CONTINUED ON PAGE 21) 





Insurance Teachey 
To Hear Flemming 
At Dec. Annual 


Arthur S. Flemming, Secre 
Health, Education & Welfare, wij 
the featured speaker at the Amen 
Assn. of University Teachers of 
surance annual in Washington, p, 
Dec. 28-29, at the Washington 7; 
He will speak on “Social Insurance: 
Prospective View.” 
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John S. Bickley, University of }, 
as, will be chairman of a sympog) 
entitled “Current Developments 
Problems in Insurance.” This is tp 
divided into four sections: 
Insurance,” Robert R. Neal, gene, 
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manager Health Insurance Assn § this 
America; “Social Insurance,” 29,7 
J. Myers, chief actuary, social secur§ age 
administration, Department of Heal§ 50,0 
Education and Welfare; “Property jy the! 
surance,” Ambrose B. Kelly, genes incl 
counsel Associated Factory Mya of | 
Fire companies, and “Life Insurane$ cot 
Eugene M. Thore, general counsel [jf I 
Insurance Assn. of America. der 
Hold Workshop First Day Ps 
A workshop concludes the first day DOE 
events: “The Place of Insurance jn #§ VO! 
Collegiate Curriculum.” William 4 ™ 
Beadles, Illinois Wesleyan University 
is chairman; Leslie J. Buchan, Was sig 
ington University will lead “Orie 4 
tation,” and group discussions will 4 5 
headed by John W. Cowee, Universit ¥? 
of California; C. Arthur Williams }| ™ 
University of Minnesota; John D. Loy Mr 
Indiana University, and Donald R. Chi Ye 
dress, University of Oklahoma. int 
“Testing Techniques: An Analysis a 
and Demonstration,” will start off thy y 
second day. Kenneth Black Jr., Geo . 
gia State College, is chairman, ai va 
Robert J. Solomon, Educational Testi Gc 
Service, N.J., will speak. of 
As is the case every year, a larg ua 
seminar on current insurance researt Li 
will be held. John F. Adams, Templf «+ 
University, is chairman, and subject A 
include: “OASI Data—The Basis fe 
an Insurance Industry Employmey WV 
Research Program,” Theodore Baker 
man, Duquesne University; “Substan in 
tive Report of the AAUTI Censi 
Committee,” William Alrich, Univer 4 
sity of Florida; “Structure of the Lif L 
Insurance Industry,” James L. Atheam * 
University of Florida; “An Inquing 4, 
Into the Administration and Securi 
Behind Anticipated Benefit Right) , 
Under Private Pension Plans.” Daj g 
M. McGill, University of Pennsylvania] x 
“Union Members’ Opinions of Insuy y 
ance Fringe Benefits,’ Ludwig A. Wa] 
ner, Duquesne University; “A Compa j 
ison of European and American Act} } 
arial Techniques in the Non-Life bh} 
surance Field,” David B. Housto] sg 
UCLA; “Credit Insurance in Texas] 3 
Kenneth W. Herrick, Texas Christi] a 
University; “An Analysis of the Lif g 
Insurance Agent Compensation Struc} hb 






ture,” Frank J. Schwentker, Unive 
sity of North Carolina; ‘“Retiremet! 
Counseling Programs in America 
Corporations,” Michael T. Werme 
California Institute of Technology ai 
“Current Problems of Cost Control i 
Health Insurance” William H. Wat 
del, Nationwide Mutual. 

William C. Greenough, presided 
Teachers Insurance & Annuity Ass 
and College Retirement Equities Fun 
will be luncheon speaker on the i 
day. His topic is “CREF—A Rew 
spective and Prospective View.” 

A business meeting will conclud 
the meeting. 
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Surge Of Licensees 
Makes Professional 
Agent Status Vital 


DAYTON—The need of professional 





yalification in the insurance business 
. emphasized by Superintendent 
gaward A. Stowell in his appearance 
at the insurance all-industry dinner 
here sponsored by the Dayton chapter 
of CPCU. James B. Abbey of Guild & 


Hoel yandis presided, and Henry Stout, 











general agent emeritus of John Han- 
cock Life and former mayor of Day- 
jon, presented the CPCU degree to 
John M. Smith of Wilmington. 

A professional designation fhat 
means something, such as CPCU and 
(LU, never was needed more, Mr. 
Stowell said. In the first 10 months of 
this year his department received 
29,734 applications for new licenses as 


agents. He estimated that there are 


50,000 functioning agents in Ohio, and 
there are 160,000 licenses. The latter 
include duplications via appointment 
of the same agent by more than one 
company. 

It is impossible, he said, for the 
department to impose standards on 
insurance distribution personnel. All 
that department officials can do is to 
hope that more and more agents 
voluntarily seek professional status. 
There are real rewards, economic and 
otherwise, in the CLU and CPCU de- 
signation. 

When his father entered the life 
insurance business in 1900 because he 
wanted to be an independent business 
man, agents were regarded as peddlers, 
Mr. Stout said. It is far different today. 
Yet the demand on the agent for 
integrity remains the same. 

Those at the head table introduced 
by Mr. Abbey were James F. Teeple, 
executive secretary of Ohio Assn. of 
Mutual Insurance Agents, and Tho- 
mas Mote of Piqua, president; Edwin 
Goss, president of the Dayton chapter 
of CPCU; James Mulcare, Aetna Cas- 
ualty manager at Cincinnati; Charles 
Lamb, vice-president of the Dayton 


Arkansas Agents To Hold 
Midyear At Little Rock 


An educational workshop type meet- 
ing is scheduled for the annual mid- 
year gathering of Arkansas Assn. of 
insurance Agents at Hotel Lafayette, 
Little Rock, Nov. 30th. The one-day 
session will be devoted to association 
business and three lecture-discussions. 

Meeting and beating direct writer 
and non-stock competition will be the 
subject of Dean Matthews, Ashland, 
Kan., local agent, who will demonstrate 
various survey and account selling 
methods. A discussion of burglary 
insurance will be led by James 
McCown, bond superintendent, U.S. 
F.&G., Little Rock, and John Lynch, 
Special agent St. Paul group, will 
analyze small casualty lines. The 
afternoon previous the various as- 
sociation working committees will 
hold their midwinter sessions. 





Safe Driver Auto Plan Keeps 
Texas Speakers Hopping 


Texas Insurance Speakers Bureau 
has sent a letter to agents asking that 
the bureau be given three weeks no- 
tice to fill speaking engagements. In- 
troduction of the new safe driving 
Plan which becomes effective in Tex- 
as Jan. 1 has kept the bureau on the 
80, the letter says. A basic speech on 
the safe driving plan has been pre- 
pared and given to the speakers, and 
the bureau expects to be able to fill 
all its engagements. 


HeNATIONAL UNDERWRITER 


Assn. of Fire & Casualty Underwriters; 
J. K. Landis, treasurer of Life General 
Agents & Managers Assn.; Charles E. 
Nail, president of Lumbermens Mutual 
of Mansfield; and Lorin Schoephoer- 
ster, president of the Columbus chapter 
of CPCU. 

Mr. Abbey said that ultimately it is 
hoped the annual dinner will conclude 
a day of seminars of interest to all 
segments of the business. 

Kenneth O. Force, executive editor 
of THE NATIONAL UNDERWRITER, spoke 
on what is happening and why it is 
happening so fast. 


Chicago Claim Assn. 
Hears Results Of 
International Meeting 


The November meeting of Chicago 
Claim Assn. featured reports on the 
seminars held by the international 
association at its annual in September. 
Kenneth Merley of Federal Life, pro- 
gram chairman, reported that the 
overlying theme of the meeting was 
one of alarm at the trend toward 
federal control, and the consensus was 
that the industry still had much to do 
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if the trend is to be halted, and had 
precious little time in which to do it. 

Other speakers were Lydé Larger, 
Washington National, who covered 
the group seminar; Gilbert Delahunty, 
All American Life & Casualty, indivi- 
dual A&S, and Lester Griffin, Conti- 
nental Assurance, life. 

F. H. Kemp, Prudential, was official- 
ly named chairman of a newly formed 
A&S legislative committee of the 
Chicago association. 

Emmeco of South Bend has been 
licensed in Montana. 


Next time you’re faced with 
a turned down auto risk, 
don’t say ‘‘No’’... contact... 


GENERAL AGENTS 


THE ARMSTRONG GENERAL AGENCY 
614 American Building 
Seattle, Washington 
Phone: MA 2-5232 


FRANK J. DELMONT AGENCY, INC. 
2397 University Avenue 
St. Paul, Minnesota 
Phone: MI 5-6421 


DORNBERGER & CO., INC. 
Gas Company Building 
Sioux Falls, South Dakota 
Phone: 4-7761 


FAR-MOOR AND COMPANY 
36 N. Third Street 
Moorehead, Minnesota 
Phone: CE 3-6191 


GREAT WEST UNDERWRITERS, INC. 
2607 Dakota Ave. 
South Sioux City, Nebraska 
Phone: 4251 


MILLER AND WEBSTER, INC. 
The Madrid Building 
Louisville, Kentucky 

Phone: JU 4-1748 


THE SEIGEL COMPANY 
16633 Livernois Ave. 
Detroit 21, Michigan 

Phone: UN 2-3800 


HOMER BRAY SERVICE, INC. 
OFFICES 


CHICAGO 4, ILLINOIS 
208 South La Salle Street 
STate 2-3200 


DALLAS, TEXAS 
2508 Cedar Springs Avenue 
Riverside 8-4026 


DENVER, COLORADO 
655 Broadway Building 
AComa 2-3705 


EVANSTON, ILLINOIS 
1633 Central Street 
DAvis 8-9600 


LOS ANGELES, CALIFORNIA 
611 South Catalina 
DUnkirk 8-3313 


@® Cenrra. Casuarry ComPany 


Full coverage for declined, cancelled or non-renewed passenger car risks. 
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HAeNATIONAL UNDERWRITER 


Overinsurance Labeled A&S Industry’s 
Most Troublesome, Untended Problem 


In no other field of insurance is 
there as serious and untended a prob- 
lem as is overinsurance in the A&S 
business, Stanford Miller, vice-presi- 
dent Employers Reinsurance, told the 
individual insurance forum of Health 
Insurance Assn. at New York. 

Mr. Miller was moderator of a 
panel on overinsurance dangers. Oth- 
er panel members were Francis W. 
Evans, director of A&S underwriting 
Prudential; Robert Finley, 2nd vice- 
president Washington National; How- 
ard LeClair, vice-president Mutual of 
Omaha, and James V. McCarthy, su- 
perintendent of group underwriting 
Zurich. 


Speculation, Not Indemnification 


Mr. Miller described overinsurance 
as “the carrying of insurance for 
speculative purposes rather than for 
indemnification against loss,” adding 
that the problem shows promise of 
becoming even more serious than it 
already is. 

“It does not seem to me,” he said, 


Here’s 





and domestie markets 


C. Reid Cloon, President 


“that we are doing enough about it; 
and furthermore, what some compa- 
nies are attempting to do is being 
hampered by state regulatory con- 
trols, especially in the individual field, 
where efforts to establish controls are 
being frustrated by outmoded rules and 
regulations.” 

Mr. Miller divided the implications 
of the overinsurance danger into three 
categories—uncontrollable increases in 
loss ratios, a deterioration in public 
good will and an adverse effect on 
relations with the medical profession. 

Mr. Evans, who related overinsur- 
ance to sales, said it appeared that 
agents were in the habit of selling 
A&S coverage on the philosophy that 
“you can never have too much.” He 
said he didn’t believe agents are con- 
sciously overselling a bad risk, but 
that it was evident to him that this 
philosophy can begin the problem of 
overinsurance. 

Mr. Finley, also talking about sales, 
referred to a survey he conducted 
among nine companies, noting that 


one reply pointed out that much of 
the overinsurance problem results from 
selling inadequate coverage in the 
first place. The insured with adequate 
coverage is less likely to be tempted 
to buy additional coverage beyond 
the point of his needs. 


Influence On Claims 


Mr. LeClair emphasized the influ- 
ence overinsurance will have on cosis 
and Mr. McCarthy discussed its rela- 
tion to salary continuance. 

In other portions of the forum 
program, Frank O. H. Williams, vice- 
president and director of Connecticut 
General, said that young people see 
what he called, “an anemic image” 
when they consider the insurance in- 
dustry as a business way of life. ’ 

“The saddest part of this image is 
that it in no way conveys a true im- 
pression of the many challenges and 
the wide variety of opportunities that 
our business offers them,” Mr. Wil- 
liams said. 

He forecast that the competition by 
industry for the services of talented, 
ambitious young people would become 
even more intensified in the future. 
He said the insurance business should 
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PERSONAL ACCIDENT ¢ 


COVERS 






ILLINOIS R.B. JONES Inc. 


Jay W. Gleason, C.P.C.U., Executive Vice President 
ERRORS & OMISSIONS ¢ EXCESS & SURPLUS « FIRE & EXTENDED COVERAGE ¢ INLAND 
MARINE e MALPRACTICE e 
LIABILITY: CONTRACTORS AND MANUFACTURERS; OL&T ¢ SPECIALS « REINSURANCE 


PRODUCT LIABILITY ¢ PUBLIC 


175 West Jackson Boulevard, Chicago 4, Illinois, WAbash 2-8544 
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better prepare itself for this com 
tion and suggested a four-point 
gram the industry could follow. 
phasizing at every opportunity the 
important social purpose ins 
fulfills; using more imagination t 
establishing activities or projects 
will show young people the wide 
ety of opportunities and chalj 
which can be found in the in 
field; devoting more effort to im 
the caliber of men already se] 
and to pay greater attention to 
ing them with their self-develop 
and to giving them opportunities thai 
offer real challenges; and encourag} 
wide,. but balanced participation 4 
community, civic and political actiy,§, 
ties. , 




















Education And Training 






Charles E. Stevens, assistant seen, 
tary Indemnity of North America ay 
Life of North America, discussed ¢, 
fective education and training of pep. 
sonnel. 

Carl A. Ernst, director of the Ags 
department of North American Lif 
& Casualty, said the A&S agent has, 
primary duty to provide coverage fy 
a client’s basic income against the fj. 
nancial hazards of permanent disabil. 
ity. 

Latest developments in four areg 
of health insurance were discussed jp 
the panel “Have You Heard?” which 
was moderated by Peter J. Burns, as. 
sistant vice-president New York Life 
Other panel members and their topics 
were Christopher J. Cox, director of 
A&S North American Reassurance 
substandard; A. M. Hansen, 2nd vice. 
president Mutual of Omaha, senior 
citizen; Carroll J. McBride, secretary 
of the accident department Travelers, 
major medical, and George F. Monks, 
manager of A&S claims New York Life 
claims. 



















Powledge President Of 


Dallas Surety Group 


George L. Powledge, Standard Ac- 
cident, was elected president of Surety 
Underwriters Assn. of Dallas, at its 
annual dinner meeting. He succeeds 
Melvin M. Thweatt, Hartford Acci- 
dent. P. K. Birdwell, American Surety, 
was elected vice-president; Lawrence 
Stricklin, Employers Liability, secre- 
tary, and Thomas E. Frederick, Na- 
tional Fire, treasurer. 

More than 60 guests and members 
of the association attended the meet- 
ing at Lakewood Country Club. 











‘Insure The Driver’ Comment 


An executive of one auto insurer 
writes that in the “insure the driver 
idea” the fatal defect seems to lie in 
the fact that many different people 
may drive an automobile. The owner 
needs to have his liability protected 
no matter who is driving. To say that 
we insure only certain drivers fails to 
give a car owner the protection he 
needs. Further, any company which 
tried to pioneer such a system would 
be trying to sell a very limited pro- 
tection against the omnibus coverage 
in general use. 

“Tt seems to me that insurance peo- 
ple have simply tolerated this pro- 
posal without taking it seriously.” 













Sponsors Student Safety Contest 
Lumbermens Mutual Casualty again 
is sponsoring its college mewspapéer 
contest on safe driving and will offer 
cash prizes totaling $2,100. Student 
newspapers and journalists will com- 
pete for prizes of $500, $250 and $100 
for promoting safety through cal- 
toons, editorials, feature stories 
photographs. 
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iil. Mutual Agents 


Hear Early ‘60s 


‘Ito Be Profitable 


farly years of the 60s _ will yield 
more profitable volume for aggressive 
mutual agents willing to streamline 
their operations, develop better meth- 
ods of expense control and inventive 
enough to compromise with drastic 
changes NOW taking place in the insur- 
ance business. This, in essence, was 
the composite prediction made at the 
annual convention of Illinois Assn. of 
Mutual Insurance Agents at Peoria. 
" Orville Varland Jr., Rockford, was 
reelected president as were Harold J. 
Bogard, Mattoon, vice-president and 
fra C. Johnson, Aurora, secretary- 
treasurer. John B. Read Jr., Chicago, 
resigned as executive-secretary. He 
will be succeeded by Harold Price, 
Danville. 

Principal address was made by John 
Keyser, Kalamazoo, Mich., president of 
National Assn. of Mutual Insurance 
Agents. He told of the various services 
of the organization. The incoming ad- 
ministration of NAMIA, he promised, 
is determined to continue and expand 
the positive program undertaken last 
year. He pointed to such accomplish- 
ments as an accounting manual, work 
on the standardization of forms, errors 
and omissions protection, education, 
advertising, public relations, cost sur- 
veys and automation study. 


Background For Further Efforts 


Mr. Keyser said that these activities 
form some of the background for fur- 
ther efforts along these lines since 
they contribute to the advancement of 
the mutual agent. Cited among threats 
to the mutual agent’s way of operating 
were: the merchandising methods of 
captive companies, continuing battles 
between bureau companies and inde- 
pendents, threat of federal interven- 
tion and now by changes in methods 
by own companies, which in some 
cases Menace ownership of expirations, 
and in some instances mean reductions 
in commissions. 

“Against all of this, action 
NAMIA has been predicated,” said 
Mr. Keyser, “on the conviction that 
you, as a professional agent as con- 
trasted to the captive, one-company 
agent, are worth your present rate of 
commission, essential to the proper 
sale of insurance and cannot be rs 
placed by a computer. 

“We do not accept the theory that 
auto, fire and homeowners policies 
lend themselves completely to mass 
production. Even auto policies can 
have many exceptions to which the 
professional services of a good agent 
can well be directed. 


by 


1°) 


Need Skilled Agent’s Services 


“Even in package policies, there is 
toom for prescribing the coverage to 
fit the policyholder. There is the mat- 
ter of business pursuits in liability 
portion of the policies, the scheduling 
of fine arts, furs and jewelry and 
other things which will occur to you. 
Certainly, in the field of claims, it 
makes little difference whether the 
policy is simple or not. Proper handling 
of claims requires the services of a 
skilled agent and nothing else will 
suffice when they are needed. 

“Rather than fight hopelessly—for 
automation seems to be an inevitable 
trend in the business—is it not better 
‘0 adapt these changes to our system 
of doing business so that they will 
serve us rather than injure us?” Mr. 
Keyser urged members to face the 
challenges of the day with an inquir- 
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ing mind, rather than with a readiness 
to condemn all that is new and differ- 
ent. He declared this is a period of 
transition which is to continue for 
some time. He predicted that the way 
ahead for the mutual agent is a sound 
and prosperous one. 


Safety Experts Speak 


Safety experts were featured on the 
program for the first business session. 
Talks were made by Capt. F. E. Piper, 
Illinois State Police; L. W. Hagerup, 
vice-president Kemper Companies, 

(CONTINUED ON PAGE 
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Here it is...the Personal Security Chart: .. American 
Surety’s newest survey aid—right in a regular issue of 


MAILROAD TO PROFITS! 


With this important sales tool, you'll be able to show 
each prospect, graphically, his areas of possible loss. And 
you'll save a lot of time spotting the gaps in a client’s 
program. This chart makes deficiencies crystal clear in 


minutes! 
The concise descriptions of personal 
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COMPANY 


CASUALTY + INLAND MARINE 


Affiliate: The American Life Insurance Company of New York 


F.& D. Names Neal 
To Executive Staff 
At The Home Oftice 


Julian S. Neal, Fidelity & Deposit 
vice-president at Chicago, has been 
named to the executive staff at the 
company’s home office and will be 
transferred to Baltimore at the end 
of the year. 

Mr. Neal has been with F. & D. in 
Chicago since his appointment in 1931 
as special agent. He was named as- 


Chart today! 


coverages point up 


Name 
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sistant manager in 1942 and manager 
in 1947. He was elected a vice-presi- 
dent in 1952. 

Mr. Neal, a past president of Surety 
Underwriters Assn. of Chicago, also has 
served several terms both as chairman 
and member of the association’s execu- 
tive committee. 


Bowersox Chicago Manager 


William A. Bowersox, vice-presi- 
dent, who with Mr. Neal has been 
jointly responsible for the management 
of F.& D.’s Chicago branch for seven 
years, will assume full charge there. 





AMERICAN SURETY COMPANY 
Agency & Production Department 
100 Broadway. New York 5, N. Y. 
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Please send me a copy of Mairoap io Prortrs, featuring the 
Personal Lines and new Survey aid. 





FIRE ¢ FIDELITY AND SURETY BONDS 


Agency 





Street 





LIFE * ACCIDENT & SICKNESS 


100 Broadway, New York 5, N. Y. 
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Zone State 
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the strength of the insurance package you offer—further- 
more the chart itself actually helps 
sell Homeowners policies for you! So 
why wait ...send for your free 


copy of MAILROAD TO PROFITS 


with the Personal Security 
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Thinks Idea Of Insuring Driver 
Not The Car Should Be Explored 


The underwriting executive of one 


of the leading automobile insurers, 
asked for his views, replied: 
It is interesting that in your dis- 


cussions with practicing underwriters 
the idea of insuring the individual 
driver and not the automobile has 
come up frequently. My personal ex- 


perience with those in other compa- 
nies with whom I have talked recent- 
ly has not produced as much discus- 
sion along this line as I thought it 
might. 

Undoubtedly the greater interest in 
the possibility of insuring the indivi- 
dual driver stems from the fact that 
with the tremendous increase in num- 


ber of private passenger automobiles, 
which has taken place over the last 
five years, it is becoming more and 
more difficult to tie down the opera- 
tion of a particular automobile to one 
or two drivers. 

The number of families now that 
have two or more automobiles has 
increased very materially. With a 
greater number of automobiles in each 
family, they can be driven by any 
members of the family as well as by 
others who reside permanently in 
those homes. 

With the development of the Cali- 








You're not just 

one of the herd 
when you have the 
policy with the P.S.* 





Quality INSURANCE for individual, family, business, home and other possessions 


You're one individual, not quite like anyone else. 
And you should be treated like an individual . . . particularly when your 
financial security is at stake. You have every right to expect 


personal service, and that’s what you get from Etna Casualty and its thousands 


of representatives from coast to coast. Personal Service means building 
your insurance program to fit you alone . . . bringing you help in a hurry 
when you need it... giving you fast, fair action when you 


have a claim, 4tna Casualty people always treat you like an individual = 
so why not get in touch with your tna Casualty agent soon? 


You'll find him listed in the Yellow Pages of your telephone directory. 






Zina Casualty and Surety Company ¢@ Affiliated with Etna Life Insurance Company Standard Fire Insurance Company @ Hartford 15, Conn 





Our thanks to 


We’re proud to have been selected by the National Association of 
Insurance Agents as a winner of the first Town Crier Awards. It is 
a privilege to associate our “P.S. — Personal Service” with the 
Big “I” Seal. We’ve said it before . . . and we'll say it again: “The 
most important single factor in making good insurance really work 


the N. A. I. A. 


is the personal service of the local, independent insurance agent.” 


FETNA CASUALTY and SURETY COMPANY 


Affiliated with Atna Life Insurance Company ¢ Standard Fire Insurance Company ® Hartford 15, Conn. 
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fornia safe driver insurance p 
seems that we are attempting to 
ognize the driving habits of an ip, 
dual person by himself to a gy 
degree than we have done before. 

When we attempt to measure 
well an individual drives, not only; 
the accidents that he has but algo) 
the moving traffic violations for whi 
he has been convicted, we are} 
ginning, to a greater extent than 
before, to rate the driver rather hs 
the automobile. 

Donald Knowlton of New Hap, 
shire for a long time has been of, 
opinion that there is a great deal, 
merit in insuring the individual ray, 
than the vehicle. So long as we yp 
able to tie our insurance to a parti e 
lar car it seemed like a logical th, som| 
for us to do so because, of coyp app 
physical damage and collision insw NAI 
ance would apply to the automopj to t 
rather than to an individual. of i 

Now, however, as it is becomp acti 
more and more difficult to measyl mer 
the premium that should be charge py | 
for insuring a particular automobjf in 


I 
Sen, 


in ¢ 
largely because of the difficulty Bq \ 
measuring that risk in terms of th wes 


people who will drive it, it is perhapf law 
time to consider a great deal mo 

carefully than ever before insuring th Ly 
driver rather than the automobile. 1 

Any change as drastic as this 
has its problems. 

1. What kind of a rating procedyy 
would we apply to differentiate pel 
tween: (a) A family consisting of 
man and wife who have one car, (} 
a family consisting of a man and wif 
and operator under 25 who have on 
car, (c) a man and wife and sever 
operators in the family who have ox 
car, and (d) these same families with 
more than one car? 

2. In the light of the rate making ' 
procedure which has been used faj # 
such a long time, how would you de 


velop rates on an individual insureif ™ 
basis? in 
3. How do you handle the drivg ™ 
other car coverage if you have insu- to 
ance on each individual driver? G 
4. What administrative problem 
are involved for the companies if they b 
were to go to such a program? a 
5. Would it be possible to broaden by 
the comprehensive personal liability - 
coverage for an individual to include 
the driving of automobiles, limited, of ; 
course, to BI end PDL? b 


6. What claim problems would de 
velop from insuring an individual in- 
stead of the automobile? fi 

These are questions which come to 
m2 and which I have not attempted] 
to answer. I don’t feel that they are 
unanswerable or would be unanswel-} y 
able if we wanted to see what might g 
be done along the lines of insuring a] 
individual instead of the automobile j 

Personally, I feel that there might} ¢ 
be some real merit in investigating] ¢ 
the idea to s2e whether it offers auto} , 
insurcrs advantages not now apparent} ¢ 
or that might develop from such 8} j 
study. ] 


LAW TRAINING 


for Insurance People| 


You can acquire Law at home, specializing in arse . 
related to insurance—Law of Contracts; Q 
tracts; Agency; Torts; Domestic Relations; Pesta 
Property and Bailments; Negotiable Inst 
Guaranty and Surety; Insurance—or complete ti 
ing leading to LL.B. Degree. Advance step by step 
spare time with help of licensed attorney no 
Full 14-volume Law library included. Low fot 
easy terms. Free valuable booklets “Law Treats 
Leadership” and “Evidence” tell complete 
Write today, no obligation. 

Accredited Memb:r, National Home Study Councl 
LASALLE EXTENSION UNIVERSITY, 417 South Dearvorn a 

Dept. L-666 
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yp to ny one Phil e Mr. Matson declared, “whether rating, of the important factors in establishing 
OF an ing engineering or inspection, would be desirable stability and uniformity in 
to a ms Competitive l osophies prohibitive in cost to the public if coverage and procedures in the fire 
before, each company were to perform these insurance business.” 
measure . At NAIC H S separately. The bureaus with their Mr. Matson quoted from a report by 
Not only Aire earTring field rating procedures and coverages an investigating commission in Illinois 
3 but also, : : provide the only large body of statistics in 1911 which said on the subject of 
ons for wh. Cae ve eae ey having a common base. Thus the fire schedule rating, then in its infancy: 
Wwe are ye been at another time is the 8% of earned premiums, although rating bureaus are a product of both “We think this is a step in the right 
nt than g I eeound of the Senate subcommit- actual underwriting results within this economic and business necessity and direction and that there is much rea- 
rather o hearings which threw the spot- range are seldom achieved and in the have developed and exist today for this son to believe this system will produce 
light on the rating laws in the first case of extended coverage, the com- reason. They have endeavored to pro- a nearer approach to an equitable and 
New Ham Jace panies have had an underwriting loss duce equitable and reasonable rates fair distribution of the fire insurance 
; been of me is pretty well understood that the in the past 10 years. and have discouraged unfair discrim- tax than has hitherto been known.” 
reat deal senate subcommittee will not make The service the bureau performs, ination in rating. They have been one Since that was written, Mr. Matson 
vidual ra specific recommendations for federal ee 


movement into insurance regulation. 
There may be in its report criticism of 
some of the rating laws and/or their 
application and administration. The 
NAIC subcommittee obviously hopes 
to be able to have recommendations 
of its own which it can translate into 
action. By asking that such recom- 
mendations from industry be made 
by Feb. 15, the commissioners will be 
in a position early next year to have 
a well defined evaluation of what 
weaknesses, if any, exist in the rating 
laws. 


Hearing Runs Smoothly 
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The hearing, as conducted by Joseph 
Gerber of Illinois, chairman, went off 
quietly and without a hitch. In his 
address a few weeks ago before Illi- 
nois Assn. of Insurance Agents, Mr. 
Gerber explained that the Senate 
anti-trust and monopoly subcommittee 
under O’Mahoney of Wyoming has 
been studying the rating laws and what 
latitude they allow for competitive 
action. NAIC is making its own in- 
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milies wih} Vestigation to determine the nature of 
“| the problems that have arisen under 
ate making} the various types of rating laws to see 
n used ff if changes should be recommended. 
ild you gf “We do not intend to whitewash 
ual insureif anything but we will not see the 
integrity of state government go down 
the drivg the drain because of competitive fac- 
rave insy-f ors in the insurance business,” Mr. 
ver? Gerber told the Illinois agents. 
problem: The important part that fire rating 
nies if the bureaus have played over the years in 
m? ‘} insurance and in the public interest is 
to broads well recognized, R. O. Matson said in 
al liability his paper in behalf of Illinois Inspec- 
to incl tion Bureau. This is apparent, he 
limited # added, from unsolicited applications 
"| for company affiliation with these 
would ae bureaus and _from the requests re- 
ividual ing “Ved from city officials and property | © p «y¢ac McCARTHY OF THE McCARTHY GENERAL INSURANCE AGENCY, RENTON, WASHINGTON, SAYS: 
owners for bureau fire prevention and 
| , +4 fre protection services. We 2 . : dl n t fe ; 
h come t \) \) ’ "= ae va =e M , 
sta Midis Berean Recsguition € Ve g? OWN rapn vy ‘7 jus a Our a CATS... and each year has shown a healthy 
t they ae] Mr. Matson said the application or | increase in volume over the preceding year. We feel this has been accomplished by recognizing and using General's 
unansWe-} use of standards in the fire business outstanding facilities.” 
‘hat migh'} generally implies adoption and recog- ; i 
nsuring | nition by the rating bureau having | C. E. “Mac” McCarthy reduced his agency detail work to a minimum with General. This automatically trimmed 
utomobile} jurisdiction. The standards adopted by ¥ ¥ f ' ; ; 
re a the bureau become the accepted stan- his collection problems, too! 
Pri ob » erlcrmapecye Barger irvine Besides lower operating costs, General gave him the tools to meet competition—including the direct writers. The 
a System embodies numerous standards | General agent can offer cash savings and dependable service; a sure way to build good customer relations. 
m suc includi ; sng 
my te ee Bem agg + Aeocer The independent agent who recognizes these advantages insures his own future with General Insurance. Why don't 
Schedule for Grading Cities and vou write todav? 
Towns, and standards recommended 5 ; 


by National Fire Protection Assn. and 
the National Board. Company recog- 
nition of other than adopted bureau 
standards, whether in building con- 
struction, town classification, fire pro- 


—$—$———— 


eople 


GENERAL INSURANCE COMPANY OF AMERICA 


Home Office: Seattle. Division Offices: New York, Atlanta, St. Louis, Dallas, Denver, Los Angeles, San Francisco; Vancouver, Canada 





: ; ‘ I “ 
ng in progam} tection engineering or any other field, GENERAL INSURANCE COMPANY of AMERICA | 
=; Qese iC Would not be in the public interest, he General Insurance Bidg., Dept. 631, Seattle 5, Wash. 
Instruments stated. “For this reason it is our Companion Companies: | am interested in getting the facts on General. | 
omplete in “Pinion that modification of bureau 
tep by step @ he ‘e ‘ > of J sPIC] : | 
teem) #andards should not serve as the SAFECO Insurance Company of America and Agency Name | 
cost— : nat; ets ; . 
. Low cri] casis for deviation filings by member LIFECO Insurance Company of America | 
mplete story OF subscriber companies.” : Street 
- When making rate adjustments, the “a ies: Sime r 
. ' nm a 
dy Cow me| UM of the bureau is to work toward ~ 
“cheng ®} 2 Teasonable underwriting profit, this Signature | 





being considered in the range of 4 to 


—— ee eS EE — ee ee ee ee 











12 


said, the result envisioned by this com- 
mission was achieved substantially 
through adoption of rating laws and 
the use of rating bureau services by 
the majority of companies writing a 
general class of fire business in Illi- 
nois. “It would be well if we could all 
reread the history of those days, if 
only to realize that partial subscriber- 
ship and independent filings and other 
such action which leads to less uni- 
formity in rate making will have a 
tendency to create problems which the 
present rate regulatory law was in- 
tended to correct.” 


Mueller Reads Paper 


Frank Mueller read a paper that was 
prepared for the brokers in New York. 

It has long been the position of the 
brokers that the public interest is not 
served by the prevailing rate laws 
which have for the most part followed 
the general pattern laid out in the all- 
industry bills, Mr. Mueller said. The 
brokers, he explained, favor and have 
favored the California type legislation 
which follows a philosophy predicated 
upon a goal of maximum competition 
with minimum regulation, whereas the 
New York system, which prevailed in 
most states, “seemed to be a minimum 
of competition with a maximum of 
regulation.” 


Definition Is Lacking 


The New York law prohibits exces- 
sive, inadequate and unfair discrimin- 
atory rates, but it does not define what 
is excessive or inadequate. This is left 
to the judgment of the superintendent 
when he decides upon a filing. In 
California the law defines excessive 
and inadequate rates but does not 
require the commissioner’s approval or 
disapproval. The commissioner has the 
right to examine any rate to see if it 
complies with the law. 

In the past 12 years, the brokers 
have consistently maintained that the 
operation of the all-industry laws 
justified their forebodings openly ex- 
pressed at their inception, Mr. Mueller 
said. 

As far back as 1946, the brokers 
urged elimination of the requirement 
that supporting data accompany fil- 
ings. They also urged that the duty on 
the part of the cominissioner to review 
filings and the subsequent disapproval 
provisions be eliminated. 

Rigid 

The legal requirement of filing sup- 
porting data both with respect to 
original rates and requests for devia- 
tions produces an undesirable rigidity 
of approach, Mr. Mueller said. It 
makes deviations difficult to obtain 
and attempts to reduce fire and cas- 
ualty insurance to an actuarial science 
while practically removing individual 
underwriting judgment. 

“There is no doubt but that the law 
should provide as it does in California, 
that rates should not be excessive, 
inadequate or unfairly discriminatory,” 
he said, “but we believe that the bur- 
den should be upon the commissioner 
to show that a certain rate does not 
meet with the statutory standard 
rather than on the insurer to show 
that it does.” 

Even if the prevailing type of legis- 
lation is to be retained, Mr. Mueller 
declared, it should be amended to 
liberalize and encourage deviations 
and not limit their effects to one year 
as is done under most statutes. 

He urged that the laws be revised 


Produces Approach 


to cover the filing of multiple line 
package policies along the lines »vro- 
posed by the Mi subcommittee: of 
NAIC, saying: “We still 


urge that 
broad coverages and combinations © | 
hazards should not be defeated 
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adherence to traditional rating con- 
cepts only because they are tradition- 
al.” Membership in bureaus should be 
optional and not mandatory as is the 
case in District of Columbia, Louisiana, 
North Carolina, Virginia and Texas, he 
added. 


Quotes 1950 Article 


Mr. Mueller quoted at length from 
an article written by Herbert C. Brook 
of the Chicago law firm of Lord, Bissell 
& Brook, attorneys-in-fact of London 
Lloyds, published in 1950 by Duke 
University school of law in which 
Mr. Brook said: 

“It is submitted that the commis- 
sioners all-industry laws with their 
burdensome filing requirements and 
all-inclusive scope are not in the 
public interest. Even as to companies 
that fix their rates in concert, the laws 
go beyond what was necessary to 
preserve states rights in their regula- 
tion . . . As to independent companies 
that did not and do not fix rates in 
concert, it is difficult to see how any 
public purpose was served by sub- 
jecting them to the rigid rate controls 
of the commissioners all-industry laws. 
On the contrary, their inclusion in 
these laws has played into the hands 
of those companies which in the past 
have operated in concert and which 
for years have had the objective of 
getting the whole industry to conform 
to their ideas and practices in insur- 
ance. This objective is now accom- 
plished with the blessing of both the 
state and federal governments—the 
blessings of the states to the commis- 
sioners all-industry laws and of the 
federal government to public law 15. 
These laws cannot but stifle competi- 
tion and eliminate the facility inde- 
pendent companies formerly had for 
developing new coverages, conforming 
standard coverages to the needs of 
particular risks, and adjusting rates 
to the relative hazards of individual 
risks.” 

Parker of Virginia asked whether 
Mr. Mueller felt that Virginia, a strictly 
regulated state with mandatory bureau 
membership, should not show higher 
fire rates than California or neighbor- 
ing states on the eastern seaboard, 
whereas the fire rates in that state 
are as low as anywhere in the east 
and probably as low as California. 
How is it possible that these states 
would have virtually the same rates 
under such different systems? Mr. 
Parker wondered. Mr. Mueller said 
that stifling of competition under such 
strict 'aws is detrimental to the public. 


Endorses Lemmon’s Statement 


Thomas C. Morrill, vice-president 
State Farm Mutual Auto, offering the 
views of a “leading independent, com- 
petitive insurance organization,” en- 
dorsed and supported the statement of 
Mr. Lemmon. He said the obligation 
of the commissioners and the industry 
“is to seize upon this present oppor- 
tunity to make a sober, objective and 
painstakingly competent reappraisal 
of state regulation ...We have a 
unique opportunity to set the course 
of insurance rate regulation ... and 
to utilize more fully the natural play 
of competitive forces in the regulatory 
process. We question whether the 
maximum results can be achieved 
unless the industry itself establishes 
a climate of calm deliberation in which 
an objective exchange of viewpoints 
is possible. Events have recently given 
all sides opportunity to express their 
feelings as to their particular prob- 
lems. Perhaps this will help all of us 
now to turn our attention to finding 
some solutions. One thing is certain: 
There can be no sound or lasting solu- 
tion which does not accommodate the 
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Frank Sullivan of Kansas. 


The executive committee of Zone 5 of National Assn. of Insurance Com 
sioners at a meeting in Oklahoma City to lay plans for the zone meeting 
May 10-12. In addition to planning for the zone gathering, the commiss 
discussed infringements into state regulation by the federal governments, 

From the left are Ralph Apodaca of New Mexico, Harvey Combs of / 
Sam Beery of Colorado, Joe B. Hunt of Oklahoma, the chairman and host, 
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legitimate interest and practical prob- 
lems of every segment of the industry.” 

Ambrose B. Kelly, general counsel 
of the Factory Mutuals, the only person 
to speak without submitting a pre- 
pared paper, explained the unique 
operation of his organization, saying it 
has been possible under the all-indus- 
try bills for Factory Mutuals to have 
their own plan without restriction or 
hindrance. This would not have been 
possible, he stated, if bureau member- 
ship had been mandatory. In most 
states where it is mandatory, the 
Factory Mutuals have had to use ex- 
pedients. 


Offers Opportunity For Study 


Mr. Kelly said some of the funda- 
mental questions of rating have not 
had enough attention, but the sub- 
committee offers the opportunity to 
study them. The Factory Mutuals 
have found the answer for themselves, 
but he said they have been opposed 
when they have’ introduced such 
changes as repair and replacement 
coverage or deductibles. 

He urged the commissioners not to 
adopt any type of rating law which 
would restrict the pioneer. The “safe” 
thinkers, Mr. Kelly said, often want to 
restrain those desiring to innovate. 

Offers of assistance also came from 
C. F. J. Harrington, executive vice- 
president National Assn. of Casualty 
& Surety Agents, who was chairman 
of the rates and rating organizations 
and federal lesgislation committees of 
NAIC when the all-industry bills were 
passed, and from American Mutual 
Insurance Alliance through Newell 
Johnson, sfeneral manager. 


Continental Casualty 


Advances Mulligan, Harris 


John J. Mulligan has been elected 
vice-president of Continental Casual- 
ty’s liability agency department. Mr. 
Mulligan began his career with West- 
ern Actuarial Bureau’s policy audit 
department and later was employed 
by Cook County Inspection Bureau as 
an inspector. He joined National Fire 
in 1947 in the engineering department. 
In 1957 he was appointed assistant 
manager of the western department 
of National Fire. 

Burton F. Harris has been ap- 
pointed assistant vice-president of the 
liability agency department. Joining 





Continental in 1939 as a_ mailrogp 
clerk, Mr. Harris served in liabilit 
agency, A&S, inland marine and wf 
derwriting departments of the com} 
pany. He was appointed  Seattki 
branch manager in 1956, named resi-f' 
dent vice-president in 1958 and electej}. 
assistant vice-president, surety deJ[° 
partment, in 1959. 7 


Decherd, F — Named|' 


By American Surety 


American Surety has appointed Wil- 
liam J. Decherd surety bond manger 
of the western regional office in Chi- 
cago. Joseph D. Foster will replace 
Mr. Decherd as manager at Houston 

Mr. Decherd joined the company 
in 1936 at the home office. He wa 
later at Albany, Atlanta and Dalla§’ 
successively, as special agent and cas- 
ualty underwriter. He went to How- 
ton in 1946 and was appointed assist-f 
ant manager in 1948 and manager ip ‘ 
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1957. el, 


Mr. Foster, with the company sine 
1947, has been assistant manager a 
Houston for two years. He is a pas 
president of the Houston Casualty- 
Surety Round Table. 


Trinity Universal Names 
4 Assistant Secretaries 


New assistant secretaries of Trinity 
Universal are Leon Dickey, J. Harrel 
Gwin, Lewis B. Holland, and & 
Wayne Newman. 

Mr. Dickey joined the company it 
1948 and has been manager of the 
inland marine department since 1958 
Mr. Gwin, fidelity and surety mal 
ager since 1958, went with Trinity i 
1941. 

With the company 31 years, Mt 
Holland has been assistant manage! 
of the fire department in which he 
will continue to serve. Mr. Newman 
joined Trinity in 1956 and_ became 
workmen’s compensation manager |as 
year. 


John B. Rudolph, president of Leedy- 
Glover-Knox general agency of Bitm- 
ingham, Ala., was recently 0 
Birmingham “Boss of The Year.” He 





received the trophy at the annual 
Bosses’ Night banquet of Insurante 
Women of Birmingham. 
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me Lawrence Seaway 
es Problems For 
sine Underwriters 


ine underwriters are “nursing 
wounds” as the St. Lawrence 
ends its first season of op- 
Hon Miles F. York, president of 
sntic Mutual and of Institute of 
sine Underwriters, declared at the 
meeting of National Foreign 
ide Council in New York. 

. York urged marine underwrit- 
Mo exert their influence to correct 
Mitions which have so far contrib- 
4 to a less favorable experience 
may have been anticipated. 

e pointed out that one ship on a 
» from Hamilton, Ont., to South 
srican ports, via Montreal, struck 
port side while entering the Iro- 
ms lock, doing slight darnage to 
| plating. Subsequently on the 
ame day, her starboard side came in 
miact with Snell lock, also with 
light damage. On the same date, on 
departure from Beauharnois lower 
Mick, her port quarter struck the lock 
M with further damage ensuing. 

Mr. York noted that on that same 
day, 10 other ships sustained casual- 
ties in the Great Lakes, the Seaway, 
and the St. Lawrence River. 
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Discusses Containerization 


* fe On another phase of marine under- 

th ‘Iwriting and marine travel, Mr. York 
d . said that containerization—a current 
p Seattle technological advancement which 
anes a should contribute to cargo loss preven- 
_ elected tion—creates new problems for the 
Urey ae inderwriter. 


In order to take maximum advant- 
age of the cubic space in a container, 
ashipper may rely on the pilferage- 
free character of a container and relax 
his standards of packaging. Such a 
decision may be justified if the goods 


>inted Wil are shipped warehouse-to-warehouse 


d manger 
ice in Chi- 
ill replace 
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it and cas- 
t to Hows- 
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nanager in 





london & Lancashire Branch 
Replaces General Agency 


London & Lancashire will establish 
abranch office at Suffolk, Va., Dec. 1 
to succeed Virginia General Insur- 
ance Agency. William S. Davis, Con- 
necticut state agent, will have charge 
of the new branch. William W. Meis- 
sl, former president of the general 
agency, will continue in a consulting 








pany - sinc: , . ef P 
anager & capacity for an indefinite period. 
is a pasi ae 
Casualty-| Standard Accident Names Stafford 
Standard Accident has appointed 
William D. Stafford assistant bond 
mes manager at Dallas. He has been with 
the company since 1955 as field bond 
s representative. 
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in one container. But if the goods are 
removed from the container, short of 
destination, or are not placed in the 
container at the point of original ship- 
ment, the additional exposures which 
develop are obvious, Mr. York declared. 

Furthermore, he continued, the 
stresses and strains placed on goods 
within the container during transit, 
particularly if not stowed solidly, may 
not have been anticipated adequately 
by the shipper or the carrier. This 
method of packaging is in its infancy 
and much needs to be learned by the 
trial and error method. 


Minn. Bar Assn. 
Debates Compulsory 


Medical Examinations 


MINNEAPOLIS—The merits of a 
court-administered plan for compul- 
sory independent medical examination 
of injured plaintiffs in civil lawsuits 
were debated at the annual fall insti- 
tute of the Minnesota State Bar Assn. 
here. 

Associate Justice James B. M. Mc- 
Nally, appellate division New York 
supreme court, explained and com- 
mended the New York “impartial med- 
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ical plan” because, he said, it im- 
proved the process of finding medical 
facts in litigated cases, helped to re- 
lieve court congestion and had point- 
ed the way to better diagnosis of 
alleged injuries and wounds. 

Alfred S. Julien, New York attor- 
ney, spoke against the plan. He said 
it encroached upon the jury system 
by taking away its rights to decide 
facts in the case. 

James H. Geraghty, chairman of the 
institute, said the bar association will 
make no recommendations toward 
adopting the system in Minnesota. 























: d before ing. “Yes, webave,” 


— 
What's }{ a name? 


In insurance it is largely the 


personal requirements. 


CHUBB & SON INC. 


INSURANCE UNDERWRITERS 


90 John Street, New York 38, New York 


Manager 


FEDERAL INSURANCE COMPANY and associated companies 


ability and integrity of the 
people who represent it. both 
the agent who makes it his 
business to know your 
particular needs and the 
company that designs its 
policies to suit those needs. 
For more than three quarters 
of a century, experienced 
insurance buyers have 
looked to CHUBB & SON 
for a quality service that 
meets both business and 


‘ve builled th is through es 











Weare pleased to cooperate with the National Association of Insurance Agents 
in their campaign to tell their story and our story to the American public. 


CHUBB & SON INC. 
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KNOWLEDGEABILITY SELLS 


Set against a backdrop of the world’s most exciting city, the Royal- 
Globe Agents’ School offers, tuition-free, a concentrated course in 
insurance. Career men across the nation attest to its breadth and 
depth, and to its helping them to a consistent command of insur- 
ance knowledge — an important factor in success. 


Call your multiple-line fieldman; enroll in the seven-week class 
starting February 15. 


The Agents’ School is another 
reason why, with agents, 
Royal-Globe is 


“TOPS IN EVERY SERVICE” 


ROYALGA@GLOBE 


INSURANCE GROUP New York 38, New York. 


ROYAL INSURANCE COMPANY, LTD. - THE LIVERPOOL & LONDON & GLOBE INSURANCE COMPANY LTD. - ROYAL INDEMNITY COMPANY - GLOBE 
INDEMNITY COMPANY + QUEEN INSURANCE COMPANY OF AMERICA - NEWARK INSURANCE COMPANY - AMERICAN AND FOREIGN 
INSURANCE COMPANY - THE BRITISH & FOREIGN MARINE INSURANCE COMPANY LTD - THAMES & MERSEY MARINE INSURANCE COMPANY, LTD 
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Conventions 


Nov. 29-30, Arkansas agents, midyear, Hotel 


Lafayette, Little Rock. 


Nov. 30-Dec. 4, National Assn. of Insurance 
Commissioners, winter meeting, Fontaine- 
bleau and Eden Roc Hotels, Miami Beach, 
Fla. 

Dec. 27-29, American Assn. 
Teachers of Insurance, annual, 
ie od 


1960 


Jan. 28-30, Federation of Insurance Counsel, 
mid-winter officers meeting, Mountain 
Shadows resort, Scottsdale, Ariz. 

Feb. 4-5, Conference of Mutual Casualty Com- 
panies, fire meeting, Conrad Hilton Hotel, 
Chicago. 

Feb. 15, Insurance Economics Society, executive 
committee, Drake Hotel, Chicago. 

Feb 17-19, Michigan agents, midyear, Sheraton 
Cadillac Hotel, Detroit. 

Feb. 18-20, Texas mutual agents, 
Commodore Perry Hotel, Austin. 
Feb. 22-24, National Assn. of Surety Bond Pro- 
ducers, annual, Boca Raton Hotel, Boca Ra- 

ton, Fla. 

March 3-4, Washington agents, midyear, Marcus 
Whitman Hotel, Walla Walla. 

March 10-11, Conference of Mutual 
Companies, underwriting meeting, 
Hilton Hotel, Chicago. 

March 10-12, Tri State mutual agents of Penn- 
sylvania, Maryland and Delaware, annual, 
Pittsburgh Hilton Hotel, Pittsburgh. 


of University 
Washington, 


midyear, 


Casualty 
Conrad 


March 15, New Jersey agents, midyear, Stacy 
Trent Hotel, Trenton. 
March 17-18, Ohio mutual agents, annual, 


Manger Hotel, Cleveland. 

March 27-29, National Assn. of Insurance 
Agents, Southern territorial conference, Ar- 
lington Hotel, Hot Springs, Ark. 

April 6, New Hampshire agents, midyear, Man- 
chester Country Club, Manchester. 

April 7-8, National Assn. of Casualty & Surety 


Agents, midyear, St. Anthony Hotel, San 
Antonio. 
April 10-12, Mississippi mutual agents, annual, 


Buena Vista Hotel, Biloxi. 


April 23-27, National Assn. of Insurance Agents 
—National Board of State Directors, midyear, 


and Midwest territorial conference, Nether- 
land Hilton Hotel, Cincinnati. 

April 24-26, Florida mutual agents, annual, 
Fort Harrison Hotel, Clearwater. 

May 1-3, Iowa agents, annual, Blackhawk 
Hotel, Davenport. 

May 2-3, Minnesota mutual agents, midyear, 


Pick-Nicollet Hotel, Minneapolis. 


| May 5-6, Conference of Mutual Casualty Com- 


| May 








panies, claims meeting, Conrad Hilton Hotel, 
Chicago. 

May 8-10, Alabama agents, 
Hotel, Tuscaloosa. 

May 9, National Assn. of Mutual Casualty 
Companies, annual, Edgewater Beach Hotel, 
Chicago 

May 9-11, American Mutual Insurance Alliance, 


annual, Stafford 


annual, Edgewater Beach Hotel, Chicago. 
May 9-11, National Assn. of Independent 
Insurance Adjusters, annual, Broadmoor 


Hotel, Colorado Springs. 

May 10, Assn. of Casualty & Surety Companies, 
annual, New York. 

12, Midwestern Independent Statistical 
Service, annual, La Salle Hotel, Chicago. 

May 13-14. Oklahoma agents, annnual, Mayo 
Hotel, Tulsa. 

May 14-16, New York agents, annual, Concord 
Hotel, Kiameska Lake. 


May 15-17, Virginia & District of Columbia 
mutual agents, annual, Shoreham Hotel, 
Washington, D. C. 

May 15-18, North Carolina agents, annual, 
Carolina Hotel, Pinehurst. 

May 16, Vermont agents, spring meeting, 
Woodstock Inn, Woodstock. 

May 16-18, Health Insurance Assn., annual, 


Statler Hilton Hotel, Dallas. 


May 16-18, Insurance Accounting & Statistical 
Assn., annual, Sherman Hotel, Chicago. 

May 19-20, Arkansas agents, annual, Arlington 
Hotel, Hot Springs. 

May 19-21, Texas agents, annual, Austin Hotel, 
Austin. 


May 26, National Board of Fire Underwriters, 
annual, Commodore Hotel, New York. 


May 28-June 1, American Assn. of Managing 
General Agents, annual, Sea Island, Ga. 


May 30-June 3, National Assn. of Insurance 


Commissioners, annual, Fairmont Hotel, San 
Francisco. 

June 9-11, Florida agents, annual, Fontain- 
bleau Hotel, Miami Beach. 

June 12-15, Conference of Mutual Casualty 
Companies, management conference, Park 
Palace Hotel, Traverse City, Mich. 

June 16-17, Wisconsin mutual agents, annual, 
Schwartz Hotel, Elkhart Lake. 

June 16-18, Mississippi agents, annual, Edge- 
water Gulf Hotel, Edgewater Park 

June 22-23, Georgia agents, annual, General 


Oglethorpe Hotel, Savannah. 

June 26-29, Virginia agents, annual, The Cava- 
lier, Virginia Beach. 

July 7-9, International Assn. 
Counsel, annual, The Greenbrier, 

Sulphur Springs, W. Va. 
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NT Wty Agents Are Necessary; How They Can Be More SoIn Future 


S) 


risks underinsured, some of 
woefully so. There are many 
whose coverage is improper in 
other Ways. This is not only the case 
in fire and casualty lines. There is 
so evidence of lack of insurance or 
insufficient insurance in A&S—major 



















— medical for example—and in life in- 
lIding wrance. Imagine being in a business 
Pre, fin which it is difficult to conceive of 
rose 3.7644 (fl) prospects ever having enough. 

95 I Consequently, there is plenty of 
———e 


opportunity on all counts for the agent 
who knows his business—and offers 


—————f,is trained advisory service to more 
OMPANYy | {more people all the time. There is 
tomobile _fgplenty of opportunity because the com- 
ge— pany has to have the agent and the 
n—Fire public needs him. 

aaa Vitality And Durability 


2, Why does the agency business 
ave vitality and durability? Why 
should the agent’s business tend to 
ontinue to roll along even though the 
lagent no longer is working hard, or 
Bproviding much service, or telling in- 


k 
saan cured what he ought to have or what 
5 is new that his companies have to of- 
ngton, Ill, |Bfer? 
Casualty |B This is due in part at least to the 


belief of many persons that the agent 
is looking out after their personal in- 


terests. They like to have someone 

. CO nearby, a responsive representative 
* fof the insurer, who is interested in 

th Street inom, their problems, and their possi- 
Nevada [file losses. They believe that their 
re Nevade property and liability situation is dif- 
dar City, Utar (Pierent from that of others—as it quite 
r, California |foften is—and in their estimation a dis- 


tant company which remains wholly 
or almost entirely impersonalized can- 
not know, understand and properly 
advise the appropriate coverages and 
amounts that reflect these differences. 
It is also due to the fact that the 
buyer may need service. This need is 
0 so obvious in the case of insurance— 
or should be—that it constitutes, I 
think, a major consideration in the 
selection of the agent. If insured has 
a loss or claim—and he wouldn’t buy 
insurance unless he thought this dis- 
tinctly possible—he wants someone 
locally responsible to deliver advice 
and see that what was purchased 
when he didn’t need it gets delivered 
now that he does. 

There are many other essential val- 
es in the agent’s function that make 
it of prime importance to the company 
pnd insured, both of whom he must 
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IN, Inc. land does serve. 

Miami, Fla.|f But how can he be of more use to 
1ES : both? What really worries the agent 
sae day is not so much the reduction in 
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some of his commissions as it is the 
changes he fears will reduce his ef- 
fectiveness. 

What are some of these changes? 
Payment plans. These, in combina- 
tion with automated billing, direct or 
through the agent, and electronically 
produced policies and renewals, are 
aimed partly at reducing the cost of 
paper work but primarily seek to elim- 
inate flat cancellations and free in- 
surance. These have cost the agency 
companies five to 15% of premiums— 
a cost, incidentally, which competitors 
have not had. 


Predicts Wild Scramble 


If these mechanics accomplish their 
purposes, however, the agency com- 
panies have only pulled up even with 
competitors. Hence, we have the wild- 
est competitive scramble in the his- 
tory of insurance. It will get wilder. 

Marketing is no longer a term in- 
surance men dismiss with the state- 
ment that insurance is different and 
therefore not subject to the same sell- 
ing rules that prevail in soaps, suits 
and sofas. Marketing is here, for the 
first time as a volatile element that 
has affected or will affect every item 
on the agent’s shelves. 

Take one change marketing is mak- 
ing, representation of fewer insurers 
by agents. 

If a company is going to do an ef- 
fective job of merchandising, it has 
to have an agency force that is re- 
sponsive to its efforts. The agent now 
becomes not just necessary but ab- 
solutely essential. He is more impor- 
tant to the company than he ever was. 

Yet the agent is going to have to 
have a company he can live with and 
that he can recommend to clients with 
pride and satisfaction—because it ap- 
pears very certain that in the next 
five years company representation by 
the independent agent is going to 
come down to one, two, or three com- 
panies or company groups with, pos- 
sibly, one or two local or specialty 
insurers. 


Plight Of Smaller Insurer 


The smaller company today that is 
not a specialist in one or two lines or 
that is not operating locally or re- 
gionally seldom has any real influence 
in the independent agency. The larger 
insurer has enough engineering and 
other special services, enough skilled 
personnel, enough capacity, size and 
momentum not to have to do these 
things. It can work out with many of 
its good producers changes which it 
must make to meet today’s competi- 
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Through Intermediaries ¢ 


tion. For the small companies, it is 
not so easy. 

If there is any longer any doubt 
about this, suppose you take a look at 
what is happening. 

Aside from the fact that payment 
plans will tend to reduce the number 
of companies in the agency because 
there is a limit to the number the 
agent can use, with many insurers 
that formerly sold the same product 
now bringing out their own product, 
you can’t possibly know what you have 
to offer the customer with 20 com- 
panies. . 

But in addition to these things a 
considerable number of companies, 
most of them medium or smaller sized, 
are going to have to revise their agen- 
cy representation materially—along 
with other things—in order to survive. 
This type of company, unless it is op- 
erating successfully on a regional or 
local basis, is going to have to merge 
or put in the field a team of agents 
who are giving its problems No. 1 or 
No. 2 attention and not fifth, sixth or 
fifteenth grade service, volume and 
quality of business. 


Revising Their Operations 


Many of these companies presently 
are giving their operations a hard look. 
Quite a number of them have called 
in outside talent to help them find out 


1S 


what is wrong. Not only is their un- 
derwriting in bad shape, and their ex- 
penses painfully high, but their vol- 
ume is beginning to slide. 

One company, which has _ been 
around a long time and whose name 
would be recognized by almost every- 
one in this room, asked a seasoned 
expert from outside to study its oper- 
ations and recommend what steps it 
should take to overcome its under- 
writing losses, its high expenses, and 
its declining volume. The adviser 
started by interviewing two or three 
dozen successful local independent 
agents from which this company gets 
a typical quality and volume of busi- 
ness. He found that the agents had 
very little respect for the company. 
Their attitude toward it he charac- 
terized as “arrogant.” The company 
was having to do things that the large 
insurers do not have to do to get busi- 
ness from the same agent, including - 
more commission and assumption of 
accommodation business. 

It was apparent, the adviser advised, 
that the company will have to put 
young agents in business from whom 
it can expect to get major considera- 
tion, somewhat along present lines, 
with the agent operating as an inde- 
pendent and owning his expirations. 
Or it will have to go to the life type of 


operation with an agent who _ is pro- 
ducing business exclusively for it. 
Or, take another example. A com- 


pany president was having trouble 
with his loss ratio, not an uncommon 
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situation in these times. An observer 
asked him how many agents the com- 
pany had in one state; 600, was the 
reply. “I'll wager that I can show you 
how you can save 15 points in your 
loss ratio in one year by cancelling 
450 of them,” the observer said. The 
president didn’t believe it but was 
willing to pull the agency files and 
go over them with his. visitor. This 
analysis showed that the 450 agencies 
produced less than 30% of the com- 
pany’s volume but accounted for 85% 
of its losses and claims. 

Thus on both accounts, underwriting 
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and expenses, the company was los- 
ing enough money to make it rich—15 
points or more on losses and up to 15 
points on expenses because it was deal- 
ing with agencies in which it rated 
from fifth grade to fifteenth. This does 
not mean that the 450 agencies were 
no good at all. They were just no good 
for this company. For other companies 
that got first and second class treat- 
ment, but no worse, many of the 450 
agencies no good for this company 
were doing well for other insurers. 

It is, then, a vital problem for in- 
surers to bring about a closer working 


relationship with its agents. 

In marketing, another thing that is 
putting a strain on the company-agen- 
cy relationship in all lines of insur- 
ance is that the agent who is doing 
well would like to keep on at about 
the same competitive pace. But his 
company, or companies, are stepping 
up their competitive speed. It is quite 
difficult to change pace. But with so 
many companies increasing theirs, to- 
day’s agents may have to accelerate. 
Here the multi-company agent has a 
distinct advantage over the agent 
working for one company. The former 
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If you are looking ahead to a year from 

now ... five years...ten... twenty years, 
look to Central, a company with its mind 

on tomorrow, too. Because the success and 
welfare of Central agents is foremost in the 
minds of Central’s management. And 
Central’s $47,981,956.00 in reserve assures 

a solid foundation for tomorrow’s growth. 


Thousands of progressive Central producers 
have already recognized the wisdom of 
representing a tomorrow minded company, 
one that is financially sound today and has 
its mind on growth for tomorrow. Would 

you like to grow with Central? Write to 
Advertising Department, Central Mutual 
Insurance Company, Van Wert, Ohio, for 
the booklet “Plus Factors for Added 
Premium Volume.” 
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INSURANCE COMPANY 
Van Wert, Ohio 





Home Office: Van Wert, Ohio, Branch Offices in: Atlanta, Boston, Dallas, Denver, Los Angeles, Montreal, New York, San Francisco, Toronto, 
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can add to the agency’s selling e 
by adding sales personnel. He does; 
have to do it all himself. A simil 
option does not seem to be availab. 
to the one company agent. 

But even the multi-company ay, 
does not have, as he has had in th 
past—to some extent—the choice y 
whether to compete more or less », 
is not going: to get thrown Out thf ica! 
window if he maintains his preg. 
volume, style of operation, and Sale p 
pattern. But the value of his age. 
will decline more rapidly than in thd 
more leisurely competitive climate 
former years, and the procession yj 
more quickly pass him by. He does 
have as good a future ahead of }j| 
as he used to have. | 
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Closer Relationship 


Payment plans, packaging, the cop 
bination in one group of fire, cag, 
alty and life insurance companies, jj 
higher loss ratios that are not the by 
tom of an underwriting cycle but hy 
become characteristic of the busin 
the larger premiums paid by insyp 
for all of his property and _liabjjj 
lines—all of these pressures, and mg 
are forcing a closer working relatigg 
ship between company and indepen 
ent agent. Many of these things a 
also forcing a closer relationship 
tween company and insured. 

One way for the agent to take a 
vantage of these developments is 
use the payment plan with compag ™ 
billing to tell insured more frequent) 
of additional coverages such as A 
life, insurance to value, higher limiy 
medical payments and the like. Th 
payment plan is also an excellent if * 
vice for telling insured about servic 
the agent performs. This is especiali 
valuable for insured who hasn't kf “ 
a claim or loss and who is therefop # 
exactly the one your competitors way “ 
to get away from you. 0 

Another aspect of this message j b 
though your insured may be a man, ij 4 
modern times checks for monthly bil 
are very often written by the w 
of the house. She may not have wri 
ten checks for fire and casualty i 
surance bills before. If she now 
so because they have been put m@ t 
monthly basis, she is going to rag i 

n 
‘ 
















questions about the wisdom of the a 
penditures. 


Consider Women As Well 


t 
Consequently the literature you preg ' 
pare should be aimed at her as wel t 
( 

( 





as at him. It should contain recipes 
well as messages about the m 
to family savings from liability ve 
dicts. Don’t talk about the constructi 
index in order to promote in 

to value but about the new stove 


a 
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selling ¢ _ Contents are notoriously un- 
1. He aaa . seal The loss ratio is_ bad. 
lf. A Simi fyld this be because in the past 
be availatj, y ts have sold, or taken orders from, 
; een of the house for contents? 
> hae A n% Of The Buy Decisions 
he Choice f 
e or less, j, 
Own out the 
s his Dresey 
on, and 
of his gene: 
y than in ty 
ve Climate , 
rocession yy 
y. He does 
ahead of his 











One survey shows that the woman 
of the house today participates in at 
ieast 20% of the decisions to buy in- 
surance. Merchandisers of other prod- 
yets long ago recognized this. Life 
agents long have recognized that wom- 
en influence decisions to buy or not 
to buy their product. Many arrange 
glling interviews with man and wife. 
The agent who uses this approach 
not only sells more often but often 















more. : 
It is important to sell your insured 


on the services you perform. It is im- 
portant that you render the very best 
Biind of service to your companies— 
and let them know about it also. Com- 
panies more and more are going to 
B agency contracts that reflect the vol- 
ume, loss ratio, efficiency, and account 
selling that the agent produces. They 
are contracts that are directly geared 
to the services and the quality of 
service the agent performs for the 
company. More such contracts will be 
written that way in the future. 





se things : . 
ationship If you provide service, as I am sure 
ed. that most of you do, you are entitled 








t to take aif to get paid for it. Under today’s condi- 
ments is tions, however, part of increased earn- 
rith compan ings must come from larger earnings 
re frequent Pet insured. This means additional 
uch as Ag sales to him or her. The all lines ap- 
higher ]i proach, which many of you already 
he like use, helps do this. It isn’t so much one- 
excellent «§ stop selling as account selling, which 
bout se the independent agent invented and 
is especial developed into one of the best selling 
o hasn't hap ideas in the insurance business. The 
is the all lines combination by more and more 
petitors wa companies simply puts account selling 
on a company as well as an agency 
$s message i basis. 
be aman, if 41 Lines Marketing 
nonthly 
y the w All lines marketing is one of the 
t have wif strong influences in the direction of 
casualty inf representing fewer company groups. 
he now You can see the very great impor- 
2n put om tance of companies and agents work- 
ping to mi ing out their problems together. The 
m of the eg matter is of such critical urgency here 
are two recommendations: 
1. That company executives travel 
to where business is generated. Among 
ure you pt the best underwriters we have are 
her as wl the reinsurance executives. And they 
‘in recipes do more traveling than the executives 
the m of any of the primary insurers. 
jiability vf 2. That agents visit the home offices 
constru of their companies. That is where most 
te in decisions are made, on whatever evi- 
ew stove” dence the home office people have. 
Why don’t you take them some? At 
Sense. | 


the same time you can find out who 
runs the company, how, and what the 
results are. Every office has an at- 
mosphere. You can tell when you walk 
in it whether the people are glad to 
be there, working for that company; 
or if it is staffed by old men, tired 
and hanging on. 

After all, companies are people— 
and you want to do business with peo- 
ple you like and understand and who 
like and understand you—and whose 
objectives are generally the same. 









Sayre & Toso-W. B. Brandt 
Appointed By Jefferson 


Jefferson of New York has appointed 
Sayre & Toso-W. B. Brandt & Co. 
ocean marine managers. The ocean 
Marine underwriting and claims staffs 
- Sogalaea will join the new man- 














FieNATIONAL UNDERWRITER 


Zeiter Is Head Of 
Security Mut. Cas. 


William J. Zeiter has been elected 
president of Security Mutual Casualty, 
succeeding John R. 
Kitch, who has re- 


tired. 

Mr. Zeiter has 
been  vice-presi- 
dent since 1951 
and previously was 
secretary. He has 
been a_ director 


since 1948. Among 
other responsibili- 
ties he has been 
in charge of rein- 
surance. 





William J. Zeiter 


Wash.., D. C., Club Elects 


Greater Washington Insurance Field 
Club at its annual meeting elected 
George P. Schultze, Home, president 
to succeed Charles V. Gordon, Aetna 


William R. LeStrange, General Acci- 
dent, secretary, and Andrew P. Weib- 
linger, National Union, treasurer. 

Harold W. Osterlund, Travelers, who 
was named president when the club 
was organized in 1957, and Mr. Gor- 
don were presented with Paul Revere 
silver bowls. 


D. C. Agents Assn. Makes 
Awards At Annual Banquet 


District of Columbia Assn. of Insur- 
ance Agents presented its annual 
awards at a banquet in Washington. 

Victor O. Schinnerer, a past presi- 
dent of the association was named 
“Member of the Year” and Kenneth 
R. Underwood, manager Insurance 
Rating Bureau of District of Columbia, 
received the associate member award. 
Martin Elected President 

The newly organized Cleveland 
(Tex.) Independent Insurance Agents 
Assn. has elected B. B. Martin, presi- 
dent; Guyler Hamblen Jr., vice-presi- 
dent, and John Miller, secretary- 
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Swift In Adjusting 
For National Board 


W. D. Swift has been named assistant 
general adjuster of National Board. He 
has been secretary 
of North British. 

Mr. Swift began 
his insurance ca- 
reer in 1939 in the 
southeastern de- 
partment of Gen- 
eral Adjustment 
Bureau. In 1952 he 
became a loss su- 
pervisor for Hart- 
ford Fire in the 
southern depart- 
: ment and later ad- 

W. 0.. Suh vanced to superin- 
tendent of fire and allied claims. He 
joined North British in 1958. 

Mr. Swift is one of the founders of 
the Southern Loss Assn. He served 
its first secretary and was later vice- 
president. 








Casualty. Other officers are Everett treasurer. Board members consist of All Lines Adjustment Agency has 
W. Martin, Hartford Fire, vice-presi- Elton Hill; W. A. Mathews; and moved its Baltimore office to 509 
dent and public relations chairman; Messrs. Martin, Hamblen and Miller. Chamber of Commerce Building 
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headquarters. 





We have moved— 


Our administrative office is now centrally located to service insur- 


ance agents throughout the country. 


We desire— 


To renew acquaintances with our former agents and to make new 


agency connections. 


We invite— 


Your inquiries and will cordially welcome all visitors to our new 


ADMINISTRATIVE OFFICE 


Grandview, Missouri 


13402 South 71 Highway 





EXCHANGE CASUALTY AND SURETY COMPANY 


Telephone South 3-3000 





as + 











18 


INDIANA AGENTS’ CONVENTION 


FeNATIONAL 





Position, Problems And Prospects Of 
Independent Agent Surveyed By Three 


INDIANAPOLIS—Three speakers at 
the convention here of Indiana Assn. of 
Insurance Agents explored the position, 
the problems, and the prospects of the 
independent agent. 

Arthur R. Moss of Beloit, past presi- 
dent of the Wisconsin association, 
thinks account selling is the key to the 
agent’s success, both in service to 
insured and with respect to competi- 
tion. Ivan Steiner Jr., Wooster, past 
president of the Ohio association, be- 
lieves agents and their insurers have 
to have the automobile business—it is 
the key to all other personal lines. 
Paul H. Jones of Tucson, NAIA presi- 
dent, advocates the view that there are 
a good many more things of real value 
than price that have to be kept in the 
product. 

The agent has the problem of mar- 
keting a product that everyone would 
just as soon not have to buy, Mr. Moss 
pointed out. Insurance is the lesser of 
two evils. But it is simpler to buy 
burglary coverage than to put enough 
bars on the windows and enough locks 
on the door to prevent it. 


Survey Is The Key 


Account selling, he said, reduces 
collection problems and office work 
and gives the agent more time to sell. 
The most important tool of account 
selling is the survey. This can be high- 
ly detailed or consist of a one page 
report. It has one objective, to make 
the prospect a customer or to make 
the customer more contented. 

In these times, account selling has 
been forced on the agent by packages 
such as homeowners, which has been 
overwhelmingly accepted by the pub- 
lic. Previously, it was not unusual for 
the client to buy his home insurance 
from several agents. On a small loss 
there were several adjusters, several 
checks. Insured got two or three 
premium notices. 

The next step, Mr. Moss believes, 
will be to include automobile, disa- 
bility and life insurance in one pack- 
age. 

To control the majority of personal 
lines today is the best guarantee that 
the agent can get the entire account, 
Mr. Moss believes. However, the fac- 
tors in connection with commercial 
accounts are the same as for personal 
business—only the rewards are great- 
er, the coverage more complicated, 
the service more time consuming, the 
business more competitive, the losses 
larger, and the demands of the buyer 


on the agent for competence greater. 
Packaging is occurring in the com- 





Arthur R. Moss 


Ivan Steiner Jr. 


mercial lines also, he observed—com- 
prehensive general, auto comprehen- 
sive, commercial block, and others. 
These packages expose _ individual 
commercial coverages to competition. 

Any time an agent has one or two 
coverages, he can start on account 
selling, Mr. Moss said. Some agents 
follow the practice of selling insured 
all lines or none. That may be possible 
in larger cities. In the small town it 
doesn’t work. 

He noted that a survey, or discus- 
sion of complete coverage, involves not 
a policy to write but an exposure to 
insure. 


Pay Plan For Commercial Risks 


The commercial account may have 
money problems, he said. It may need 
money for operating capital. Here it is 
wise to suggest a payment plan, or 
arrange to pave the premium come due 
at certain’ times most favorable to 
insured. 

The salesman is a poor collector, he 
observed. With the financing plans of 
insurers and AFCO, an agent can offer 
low cost financing. In many cases 
such plans eliminate the credit prob- 
lem. 

Mr. Moss thinks the business has 
not developed marketing to the extent 
it could and now may have to—via 
advertising, public relations, claim 
payments, office appearance, survey 
selling. One agent puts a gold seal on 
his auto policies and calls them Gold 
Seal coverage. A new member of the 
firm thought this was silly and left 
some seals off. Customers began call- 
ing to say they had received their 
policies but they weren’t Gold Seal, 
they were just the regular ones. 

The agent must think of his agency 
growth in terms of account selling, 
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Mr. Moss believes. He has a plan for 
agency continuity and progress: 

1. How much new business would 
the agent like to write in 1960, of what 
quality, and in what lines that will 
produce a good growth pattern? That 
is the start. 

2. Assign the number of policies for 
each class. This is the quota. Then add 
a few surveys on new prospects in- 
cluding the names of new accounts 
worth working on, and a few on old 
customers. 

Mr. Moss’s 1960 quota consists of 
$21,500 of new premiums, aside from 
automobile and several other items. 
This is broken down into 20 A&S 
policies for $2,000 of new premiums, 
10 general liability policies for $1,500, 
12 marine for $1,600, five valuable 
papers for $300, six 3D for $750, two 
comprehensive crime for $500, four 
new fidelity or contract bonds for 
$800, three boiler and machinery for 
$450, 40 homeowners for $6,000, and 
$7,000 of commercial fire. In addition, 
the quota includes $150,000 in life 
insurance. He will make six surveys 
on carefully selected new prospects 
and six on present customers who are 
not “accounts.” 

Speaking as an independent agent, 
Mr. Steiner analyzed the turmoil in 
the market place. Deep concern on the 
part of company personnel, of company 
executives, and of independent agents 

(CONTINUED ON PAGE 20) 
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Annual Meeting [ 
Ind. Agents Sets jf 
Some More Firsts} 


Templeton Is President; 
Resolutions Ask AR Chang 
Oppose Restricting Cover 


By KENNETH O. FORCE 


INDIANAPOLIS—The annual 
vention of Indiana Assn. of Ins 
Agents closed here after establish 
several records—a new high attend. 


ance by agents, a record registratin§ 1 
more than 1,300, a record number yf C.! 
insurers participating to reach a ney mal 
peak in hospitality, and election gf Bot 


the youngest president in the histoy 
of the association. : 

John A. Templeton, 32, Terre Haute 
succeeds as president John R. Feigh. 
ner of Marion, who becomes boar 
chairman. Mr. Feighner succeeds Rob. 
ert B. Estlick, Columbia City. c, mS 
Haskett of Rochester, and Traylor Ip. 
man of Boonville were named vice) 
presidents, and George W. Mahoney! 7 
Indianapolis, secretary-treasurer; ER 
J. Gescheidler Jr. of Hammond, state 
national director, and Harry E. Me§s 
Clain, executive secretary, were pr 
named. 

The association adopted resolutions 
opposing unilateral alteration of agen. §' 
cy contracts and urging agents not tp era 
accede to modifications without dis. 





Impressive Company Hospitality At Ind. 


INDIANAPOLIS—In recent years 
companies have tended toward econ- 
omy in providing hospitality at agency 
meetings. That trend went up in a 
billow of hospitality at the convention 
of Indiana Assn. of Insurance Agents 
here. The number of companies and 
their provision of hospitality, memen- 
toes, and other items was so large 
and munificent that they are listed 
below: 

Aetna Casualty, Aetna Fire, AFCO 
(which furnished hard boiled eggs to 
tie in with its recent advertising); W. 
A. Alexander & Cox., American, 
American Liberty (H. C. Baldwin 
agency), American States and Ameri- 
can Economy (which gave a turkey 
dinner to agents at the home office— 
and which was strongly advertising 
all lines including life), American 
United Life (which gave keys, some 
of which fit $10 treasure chests in its 
rooms), Bituminous Casualty, Buck- 
eye Union and Mayflower (which pro- 
vided safety flares). 

Also, Capitol Indemnity (one of the 
liveliest suites in the hotel), Centen- 
nial, Chubb & Son, Consolidated, Con- 
tinental-National, Crown National Life, 
Crum & Forster, Edward C. Deyo, 
Economy F.&C., Excelsior (which gave 
dishes), Fidelity & Deposit (which 
provided handsome day books for 
agents, plus newspapers and other 
items), Foster & Messick (general 
agents of U.S.F.&G., which provided 
the program), Freeport and Horizon, 
Fireman’s Fund, General Accident, 
Great American, Gulf (with coffee), 
John Hancock Mutual Life, Hanover, 
Hartford group, Hawkeye-United Se- 
curity, Home, Hoosier Casualty. 


List Additional Companies 


Also, Illinois National Casualty 
(which had on hand Robert F. Mc- 


Donald, vice-president and agency su. 
pervisor, and Jack Glas, Indiana m-§& 
derwriter, from the home office, and 
Dewey Sinclair and Edward Canaday, § ! 
state agents in Indiana), Indiam 
(which was host at the ladies’ lounge 
and which served coffee all night), B+ 
Lloyd-Thomas Appraisal Co., Londo 
Assurance, London & Lancashir 
(which furnished the carrying enve §—™ 
lopes for the registration stuff). In 

Also, Massachusetts Bonding, Mer- wt 
chants Fire, Millers National (calen- § © 
dar pocket holder), Motor Vehicle 
companies and Farmers Equitable; New th 
Amsterdam (bridge score), New York 
Underwriters, Newhouse & Hawley, }™ 
North America (Walt Disney paint- } 
ings), North British, Ohio Casualty | “ 
and West American, Ohio Farmer | ™ 
(identification tags atop summary pro- 
gram for the lapel pocket), Pacific of of 
New York, Pacific National. 

Also, Pearl, Perfection Windshield, | - 
Phoenix Assurance, Providence Wash- 
ington, Reliance (headquarters and 
mints), Royal-Globe, St. Paul F. & M, 
(notebooks), Selective of Cincinnati 
(key chains), Harold Seaman general 
agency (Dairyland Mutual, United 
Mutual of Ft. Wayne), Springfield- 
Monarch, Standard Accident, States- 
man, Stone, Stafford & Stone (gel- 
eral agents of Employers Liability 
group), Sun-Royal Exchange-Atlas. 

Also, Travelers, Trinity Universal, 
Union Indemnity and Prairie State, 
United Bonding, U. S. Appraisal 
(matches, which hotel didn’t furnish), 
Universal Auto (aspirin pencils), Ver 
non F. & C., Wolverine (Secured, Rit 
erside, and Federal Life & Casualty, 
which operated a coffee and dough 
nut shop on the mezzanine thro 
the convention and provided colored 
hats) Wabash F.&C., and Zurich 
American. 
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cussions with the individual agency 
involved; and opposing introduction 
by any agency company of a program 
of coverage at a price that contem- 
plates reduced coverage and reduced 
service to the public. 





Asks Assigned Risk Changes 


The association praised the depart- 
ment and Commissioner Alden C. Pal- 
mer’s administration and urged a sub- 
stantial increase in the department 
budget. It commended the assigned 
risk plan for increased efficiency but 
urged consideration of a uniform rate 
for the class and addition to the cov- 
erage of a $250 limited medical pay- 
ments. 

Indianapolis won the Herman C. 
Wolff award, Evansville the W. C. 
Myers trophy, and Whitley County 
(Columbia City) the Wolverine safety 
activity cup. Judges were Ivan Stein- 
er Jr. of Wooster, past president of 
the Ohio association; Arthur R. Moss 
of Beloit, past president of the Wis- 
consin association, and Kenneth O. 
Foree, executive editor of THE NATION- 
AL UNDERWRITER. These three also 
made talks at the convention, Mr. 
Moss on account selling, Mr. Steiner 
on changes that are coming for the 
independent agent, and Mr. Force on 
what makes agents necessary to the 
companies and the public. 

In addition, Mr. Feighner discussed 
the position of the agent today. There 
was a thorough discussion of how to 
handle business at which Mr. Temple- 
ton presided and John H. O’Hara, 
counsel of the association acted as 
moderator. It is reported separately. 

Paul H. Jones of Tucson, president 
of NAIA, closed the program with a 





GREETINGS !! 
INDIANA AGENTS 


Come see our new office 
while attending the 
convention. 

Complete Insurance Facilities 


WELLS AND COMPANY 


STATE AGENTS 


American Casualty Co. 
Standard Fire of New Jersey 
Valley Forge Ins. Co. 

1811 N. Meridian Street 
Indianapolis, Indiana 
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The new official family of Indiana Assn. of Insurance Agents, from the left: 
¢. o. Haskett, Rochester, Ist vice-president; John R. Feighner, Marion, chair- 
man; H. J. Gescheidler Jr., Hammond, state national director; Traylor Inman, 
Boonville, 2nd vice-president, and John A. Templeton, Terre Haute, president. 


talk on the future of the independ- 
ent agent and by installing the new 
officers. 

A skit by members of Indiana Cap- 
ital Stock Insurance Assn. treated in 
satirical vein the great surge of pup 
companies in the state, which was 
one of the most popular topics of con- 
versation and condemnation in the 
corridors. Edward Higgins, state agent 
of Crum & Forster, introduced the skit 
in which the performers were Richard 
Jennings of New Hampshire as the 
field man and Robert Burridge of 
Crum & Forster was the agent who 
was telling him of the blandishments 
of New Era Ins. Co. 

The field organization also staged a 
panel of questions and answers on 
technical insurance matters of wide in- 
terest. E. P. Ressler, Continental-Na- 
tional, was moderator. Participants 
were L. D. Swisher, National Union; 
M. R. Beal, Aetna Fire group; Harry 
F. vonBurg, General Accident; T. G. 
Van Den Brink, Home; Terry Carpen- 
ter, Travelers Fire; H. W. McCusker, 
Royal-Globe; H. J. Wilson, Massachu- 
setts Bonding, and G. L. Browning, 
Glens Falls. 

James K. Ashley, first deputy, filled 
in for Commissioner Palmer, who was 
unable to attend. He pointed out that 
agents have enjoyed one of the most 
lucrative sales periods in history since 
World War II. Indiana is a big insur- 
ance state and has a lot of home com- 
panies, he said. There are 50 fire and 
casualty companies in the state and 
they wrote $245 million in premiums 
last year. In addition there are 70 
farm mutuals. Only four states in the 
country exceed Indiana in the number 
of home life insurers—Texas, Louisi- 
ana, Arizona and South Carolina. 


Praises Work Of Agents 


Mr. Ashley was an agent before 
joining the department and he won- 
dered if the agency system is going 
forward very rapidly at the present 
time. He urged self improvement 
through association membership, 
CPCU, CLU, LUTC, etc. Agents must 
reach a professional status. In public 
esteem, he said, agents are—erro- 
neously, he thinks—exhibited at the 
bottom in honesty, next to the bottom 
in their contribution to the welfare of 
the society, very low in prestige, high 
as sharp operators, and toward the 
bottom in pride and as interesting peo- 
ple. In reality, Mr. Ashley declared. 
insurance agents constitute the great- 
est sales force in the world. 

Ohio Casualty sponsored a dinner for 
local board officers and others directly 
concerned with Big I and Big I tie in 
activities. Frank E. Schaffer of Dore- 
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mus & Co., New York advertising 
agency, outlined the Big I program 
and said that agents are going to get 
little out of it unless they tie in with 
it at the local level. ‘The Big I is 
catching on and its continuity is be- 
ginning to tell. More and more local 
boards are tieing in with the pro- 
gram and doing so more effectively. 
Here repetition is helping. He said 
he hoped to have the 1960 tie in kits 
out by Jan. 7. 

Harold W. Sandelin, vice-president 
of Ohio Casualty, was host. Harry E. 
McClain introduced past presidents on 
hand—wW. C. Myers of Evansville, Linn 
S. Kidd of Brazil, Arnold G. Allen of 
Muncie, Glenn J. May of Spencer, C. 
D. Kessler of Peru, Hobbs Miller of 
Seymour, Mr. Gescheidler, E. E. Mc- 
Laren of Indianapolis, E. D. Watson 
of Vincennes, Dan Gibson of Plymouth 
and Mr. Estlick. 


Merchandising Seminar 


The seminar on selling and mer- 
chandising conducted by Arthur Dan- 
necker, manager of the advertising 
and public relations division of Ohio 
Farmers group, broke down into two 
topics. Mr. Dannecker developed in 
practical detail the theme that the 
agency can create a highly favorable 
and salable public image. He guar- 
anteed agents that they will get more 
buying action if they take more selling 
and merchandising action. 


The other topic was local board tie 
in with the Big I. Herbert Beitz of 
Kokomo pointed out that Big I money 
is wasted unless the public realizes 
that these local agents in this com- 
munity are the independent agents. 
So Kokomo board took newspaper ads 
to tell them. The group ad featured 
color and pictures of the agents. In 
addition each agency took space. There 
was one black and white advertise- 
ment laid out in the shape of an I 
with agents’ pictures. More ads fol- 
lowed. The promotion tied in with 
local events, notably the basketball 
team. In this connection the board put 
agents’ photos in the shape of an I, 
photos of the team in the shape of a 
T, and then combined them at the bot- 
tom with the message: “We’re IT.” 

Charles G. Beatty of Seymour 
stressed the effectiveness of repeat- 
ing ads for identification purposes. Al- 
so, his board used the themes of un- 
derinsurance, liability verdicts and 
fire prevention week. The board has 
received a great many newspaper 
stories. 


Ties In With Local Losses 


Richard Cain of Evansville urged 
agents to use local events. His board 
tied in with the basketball schedule 
at Evansville College, put big ads in 
the Sunday. supplement next to the 
TV programs, which were for a whole 
week, exploited a big supermarket fire 
by presenting the owner and agents 
on TV and in ads. His board has es- 
tablished a fund to take advantage of 
catastrophe losses. So far there has 
been only the supermarket fire. There 
was a big jewelry store robbery, but 
it was so badly underinsured nothing 
was made of it. 

Jack W. Flynn reported that Indi- 
anapolis has used a rotating sign 
board downtown which made 6.5 mil- 
lion impressions in five months. The 
board ties in with sports on TV fea- 
turing local teams, presents agents on 
TV advertising if they want the pro- 
motion, and tied into a phone book 
advertisement with individual agent 
advertisements. 

Mr. Feighner made a stirring talk 
on the independent agent. Billed as 
R. J. Renteiph of Battle Ground, Pa., 
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is being exhibited everywhere, he said. 
They are concerned, and rightly so. 
There is much talk and little action. 

No two well informed and qualified 
persons in the business agree substan- 
tially on the major problem areas of 
the business, let alone agree on pos- 
sible solutions, he noted. 

The real problem, he said, is the 
position of the independent agent in 
the ever changing market place. Insur- 
ance marketing is subject to the same 
economic laws as any other business. 
Yet it has been said that the indepen- 
dent agency system is the only seg- 
ment of the economy that has not 
changed its merchandising methods 
since World War II. That is no longer 
true. These agents are in the thick of 
the battle. The revolutionary changes 
will accelerate rather than decrease. 
There will be casualties. 

He noted that with financial re- 
sponsibility and compulsory, with the 
increase in mortgaged dwellings and 
financed automobiles, creative selling 
of insurance has changed into pre-sold 
insurance buying. The impact is being 
felt in insurance marketing. The mir- 
age that the mass market insurance 
customer is willing to pay for inde- 
pendent agency service is evaporating. 
He quoted Porter Ellis of Dallas, vice- 
president NAIA: “Have we _  con- 
tinued to oppose policies and pro- 
cedures that might in fact already 
have been accepted by the majority of 
our members?” There are those who 
solemnly warn against the siren music 
of new techniques and new procedures. 
Yet many of these same agents who 
warn against embracing such changes 
succumbed long ago “to the hog-calls 
of excessive commissions.” 


Experiment Has Only Started 


Experimentation in auto insurance 
by agency companies has only begun, 
Mr. Steiner warned. Independent 
agency companies are fighting for 
control of the private passenger auto 
business. Why? Because auto insur- 
ance is the most vital, most important 
segment of the personal lines business. 
The company that controls the person- 
al auto insurance eventually will con- 
trol all the personal lines for that 
insured. Agency companies can’t af- 
ford to stand by and allow further 
inroads into the auto market by com- 
petitors. 

Mr. Steiner said that if the inde- 
pendent agent is to survive, he must 
retain a strong portfolio of auto busi- 
ness. To do this he must be able to 





he declared that the agency system 
is going to survive. It is one of the 
most effective marketing forces in the 
economy, for volume and profitable 
business. 

However, he emphasized, the inde- 
pendent agent in addition to selling 
the policy and collecting the premium 
must underwrite for quality  busi- 
ness and service it after it is on the 
books. Today, he must sell more busi- 
ness than ever before to meet his own 
competition and the competitive prob- 
lems of his companies. To do this, 
and at the same time to build contin- 
uity into the agency operation, he must 
add sales production units. This will 
cost money, it may reduce his income 
for a time but for a favorable future, 
it is what must be done. 

Mr. Estlick gave a report for the 
conference committee. Mr. Gibson dis- 
cussed progress on the state’s par- 
ticipation in the 1960 Big I. Mr. Ge- 
scheidler presided at this, a closed 

session for agents only. 


offer clients a product at a competi- 
tive price. The agency company must 
be able to keep open and available for 
their agents a market for auto insur- 
ance at a competitive price—which 
will require them to make and their 
agents to accept substantial changes 
in policy forms and coverages, in rat- 
ing classifications, and in merchan- 
dising methods and changes in pro- 
cedure. 

Every technique, every device is and 
will be used. Agency companies have 
shown they intend to compete on price 
as well as quality. The new bureau 
coverage departs from previous moves 
in the direction of broader and broader 
coverage. Here is a determined effort 
to provide somewhat less coverage 
with a commensurate reduction in 
cost. 

While some economy plans offer 
substantially the coverage of the fam- 
ily auto policy, he said, the new bur- 
eau contract avoids duplication of cov- 
erage and no longer permits a claimant 
to collect more than once for the same 
item of expense. Medical expense, for 
example, is excess over other recovery. 
This principle of indemnity has been 
an accepted fact in property insurance 
for many years. Maybe a return to it 
in auto is reasonable. 


Agent Can Have Both 


Many agents have carriage trade 
clients who want and are willing to 
pay for the broadest in protection and 
for service. But, Mr. Steiner pointed 
out, more and more auto insurance 
buyers who may want to do business 
with the independent agent are not 
willing to pay the extra premium for 
the privilege. 

He suggested that with intelligent 
advertising and aggressive selling the 
independent agent can write for his 
companies the preferred class of risk 
without impairing the status of the 
red carpet service offered upper eche- 
lon clients. This will enable his com- 
panies to build and restabilize their 
auto portfolio. 

Electronic devices must not only be 
used to process data, he said. Fully 
efficient company operations require 
wider application of mechanical policy 
writing and billing, formerly the func- 
tion of the agent. Automation and its 
by-products are here to stay. They 
will, he conceded, make it less easy 
for an agent to switch business com- 
pany to company, though that is still 
possible, subject to client acceptance. 
Procedural changes in policy writing 
and invoicing do not represent a threat 
to the agency system. And there ap- 
pears to be no resentment toward this 
technique by insurance purchasers. 

The buying public will decide which 
system of insurance distribution will 
survive or what parts of more than one 
system will do so, Mr. Steiner declared. 
But armed with new competitive wea- 
pons, the independent agent can go 
into the market and do a job of selling. 
It is time for agents and companies to 
take their case directly to the public. 

Mr. Jones observed that in Virginia 
under the mandatory uninsured mo- 
torist endorsement the company is 
allowed to deduct the expense of 
making the collection of $15 per unin- 
sured motorist. The expense figure 
runs 23.2. 

This, Mr. Jones pointed out, is close 
to what he gets for collecting premi- 
ums on the policies he sells—plus 
quite a few other services that he 
performs. 

He believes that price in insurance 
marketing is being overemphasized. 
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No 
to the exclusion of other quite impo. 
tant values. Among the latter 
maintenance of a market, the eon 
ued solvency of the insurers, p 
able compensation for continuity 
insurer and agency service, suffice 
incentive for someone to get out 
sell a product that is seldom 
People, he noted, buy what the 
want, not what they need. They eel 
insurance. 3 
He urged agents to view objectivay 
the many, complex problems fag, fs 
them today and the solutions be, 
proposed to meet them. Every ager: 
should study them out and re 
them in the light of his own agena fs 
operation. : 
Insurance is a good work in ep 
munities over the country because yh 
independent agents, he said. Agenssi 
have done much to make effeetiy 
state regulation, the value of which fs 
stressed as opposed to possible fede 
control. It is important to agents 
cause it establishes and maintain. 
effective safeguards to keep the bys, 
ness delivering the product agen 
promise. He urged agents to bag 
adequate funds for state insurang 


he 


department operations. no 
on 
Heavy Responsibility On Agents re 


Agents have a grave responsibilit} 
in the competitive fight that is on, y 
said. He simply does not believe thy 
independent agents do not have enoug 
intelligence and energy to  surviy 

There is no average agent, he sai 
The agent is an individual. Howeve 
he falls into three categories—the on. 
company agent; the five-and-ten ty» 5 
who doesn’t believe in anything by 
simply carries what he thinks th 
public will buy; and the professional 
who believes in the business and ip 
being in business for himself and wh 
has the knowledge of the business, th 
ability to use it, and the energy to g 
out and sell it. 

Independent agents can’t  ignor 
competitive systems, -but they hav 
been here a long time and agents hav 
had to meet them. But, he said. ip 
recent times there has been mor 
emphasis on price, in fact the busines 
at times almost gets hysterical abou 
it. However, he sees little hope for af jp; 
de-emphasis. 

Beyond price is pride in the contract § as 
security, and continuing _ serviego 
throughout the term of the policy, he 
said. When a prospect buys from him | 
he has bought an option on his time 
24 hours every day any time in th 
term. In addition to price, the pr 
sional agent fits insurance to the 
of particular clients locally. He 
afford to sell a coverage subject 
cancellation in event of an occurt 
which was contemplated by the 
tract when it was written. 


Capacity Is Important 


Capacity is quite important to i 
sured and agent. If price is such 
markets dry up, the business is in 
ing the government to step in with? 
fund. 


A real danger in carrying price 
far is that if the cream is m 
skimmed off, smaller companies a 
going to suffer. Price emphasis favols 
the big company, he said, which, log 
term, tends to reduce competition. 

It is paramount, he added, that thet 
must be a means of bringing insurantt 
to everyone, big city and small tows) 
Those who provide that means né 
reasonable compensation for doing: 
job well. They need to be trained,1 
must have — specialized é 
knowledge, they must be professiom 
The proper incentive must exist 3 
such agents. ; 
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statutory standardization. Thus rate 
competition has been an almost normal 
characteristic of the business. Twenty 
years ago, such competition on a really 
significant scale was largely confined 
19 specialized areas, such as rural and 
gmi-rural business. The past 25 years, 
however, have witnessed an almost 
geometric increase in the impact of 
this competition, interrupted only 
priefly by war conditions. Those com- 
panies which have been most active in 
raising the pressure of auto insurance 
rice competition are now moving into 
the residence fire field on a broad 
front. Mr. Ginsburgh declared that this 
development, coupled with competitive 
pressure from companies long estab- 
lished in the fire business, will surely 
produce changes in rating structure 
and operating methods analogous to 
those taking place in auto. 


Would Eliminate Differential 


The combined effect of the reduction 
in auto insurance acquisition allow- 
ance, the launching of package policy 
programs and the reintroduction of 
merit rating plans is such as to elimin- 
ate any appreciable differential be- 
tween effective bureau rate levels and 
those of independent companies.” To 
put it another way, there appears to be 
no margin left for downward differ- 
entials from bureau rate levels or for 
underwriting earnings contributing to 
participating dividends. As the latter 
two rating developments spread out in 
their application, and they will during 
the coming year, the action and reac- 
tion of competitive forces will have 
brought private passenger automobile 
Insurance rate levels to a point of 
serious inadequacy for the business 
asa whole—unless there is a r2versal 
of loss trend to an extent presently 
incredible.” 

It is too early to know whether the 
change in policy by the mutual and 
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Moving Into Fire—-No Profit Margin 
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stock auto rating bureaus, allowing 
flexibility in adherence, will produce 
so much competitive variation within 
their membership as to dissolve the 
bonds of bureau structure, Mr. Gins- 
burgh said. He added he believes it 1s 
to the interest of small companies, 
whether non-bureau or bureau, and 
ultimately of the public, that this not 
happen. “In the complexity of our 
present economic and social structure, 
it would be an unfortunate event if we 
were to lose the standard afforded by 
a bureau rating system, which reflects 
a composite opinion and not the self- 
interest of an individual company.” 

Even now, and increasingly as com- 
petition increases the variety of rating 
systems in the automobile field, he 
commented, the underwriter will have 
to bring a high competence to his 
choice of a system, whether his be a 
bureau or a non-bureau company. 
Added to his underwriting knowledge 
and judgment at ‘the central core of 
his consideration, there must be on 
the one hand an actuarial technique 
of analysis of the structure of the 
system and its probable product; and 
on the other hand, there must be a 
marketing technique of appraisal of 
effect in the field on the business he 
has and the business he wants to get. 


Must Choose Principles, Practices 


The underwriter will have to decide, 
after he has chosen his rating system, 
the principles and practices he will 
follow in applying it. With rate levels 
forced down to the point of inadequacy 
by price competition, careful selection 
of business obviously is a vital neces- 
sity. Yet the greatly reduced operating 
margin will not allow for an expansive 
and expensive underwriting consider- 
ation of individual risks in a mass 
market. The underwriter will have to 
establish criteria for business to be 
written which must be applied without 
deviation, not only in underwriting, 
but primarily by producers. This in- 
troduces a delicate question. The 
breakdown of refined classification 
systems and of rating plans in the 
past has often been ascribed to the 
inability or unwillingness of producers 
generally to apply classification rating 
criteria accurately. Business somehow 
tended to flow into the lower rated 
categories. Under present conditions 
this could be fatal. The underwriter 
will have to insist more strongly than 
ever before on rigid observance of 
underwriting and rating criteria. Com- 
petition through general rate reduction 
and classification refinement has gone 
so far that competition by misclassifi- 
cation becomes an unendurable drain. 
Producers generally, of whatever type, 
will have to recognize the imperatives 
of the situation. Accommodation is 
better than inviting collapse. 

These changes in the auto business, 
he said, point to what can happen and 
is probably now on the way in the 
residence fire field. Already judicial 
decision and administrative ruling are 
forcing a break in the previously mon- 
olithic structure of fire rating organ- 


Earhuff New President 
Of Alabama Field Club 


Gordon M. Earhuff, St. Paul F.&M.., 
was elected president of Alabama Fire 
Underwriters Assn, George Foote, 
U.S.F.&G., was elected vice-president, 
and R. C. Britt, America Fore, secre- 
tary-treasurer. 





izations. It is conceivable that fire 
bureaus could meet some of the prac- 
tical problems of partial subscribership 
by adaptation of the casualty bureau’s 
principle of departmentalization. Such 
a move would be a help to some com- 
panies. It might open the way also to 
more far-reaching changes such as the 
casualty bureaus’ acceptance of the 
idea of some latitude in adherence to 
bureau rating systems. This is not as 
farfetched as it may sound, judging 
from events of the past year in the 
area of homeowners policies. It is 
clearly evident here that the majority 
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of bureau companies are determined 
to fight independent companies on the 
field of price competition. Although no 
statement on the point has been made, 
it would seem more than a good guess 
that rates in the bureau “new new” 
homeowners program reflect a sub- 
stantial reduction from the traditional 
residence fire expense loading. Since 
the acquisition allowance has consti- 
tuted by far the largest single element 
in the total loading, there is an inevi- 
table conclusion to be drawn. And can 
a corresponding change in straight 
residence fire coverage be far behind? 
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These and many other names have been applied to this 
vital high-limit, long-term Accident & Sickness Group Dis- 
ability Income Plan for employees of business and industry. 
Whatever you call it, you can be certain that American 


Casualty’s specialists can create the plan that assures the 


Tell us what your prospect needs. We'll prepare a plan that 


will fill his requirements, no matter how large his organ- 


Make this competitive program the keystone of your Group 
portfolio. For complete details, just clip the coupon, attach 
to your letterhead and mail. 
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A Direct Look At Big 1 Shows Need For Local Point Of Sale Ads 


probably in several efforts in behalf of 
a community project or a_ personal 
cause. What cause is more personal 
than the preservation of a local agent’s 
business? Community efforts are made 
by mewspapers, ranging from the 
mighty New York Times to the hum- 
blest four sheet publication in the most 
remote hamlet. This editorial ammuni- 
tion—coupled with paid advertising— 
comprises an irresistible force. 

Some 58 million copies a day of 
local papers are sold in the U.S. That 
far exceeds the number of any other 
product of any type sold in a single 
day. Moreover, newspaper sales go on 
day after day, month after month, 
with never a slow or off season. 
Summer, winter, autumn and spring, 
there is constancy in newspaper read- 
ing. As of last March, 107 million 
people—84.5% of the U.S. population 
of teen age or over—read daily papers. 
This is far more than watch television, 
listen to the radio, or read a magazine 
on an average day. 

Advertisers know this better than 
anyone else. That is why 30.6% of all 





(CONTINUED FROM PAGE 5) 


advertising dollars or $3,120,000,000 go 
for newspaper space. This is nearly 
one third of the total $10 billion spent. 
No other medium is even close. TV 
gets 13.3% of total dollars; radio 6%; 
magazines 7.6%; business papers 5.3%; 
direct mail 15.3%, miscellaneous 19.6% 
and farming and other publications 
get the rest. 


Explain Preference 


This preference of advertisers is 
easily explained. The newspaper ex- 
citingly mirrors the market itself— 
the people who comprise it, the pro- 
ducts offered, and the facilities to ob- 
tain them. The paper is the total in- 
formation medium for the news that 
people want. An important and best- 
read part of that news is the local 


advertising. Newspapers impart a 
sense of urgency which extends to the 
advertising. If properly designed, it 


calls for immediate action and it di- 
rects prospects right to the nearby 
spot: where they can take such action. 

Newspapers reach precisely the 


right prospects—whether the product 
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This Leading Building, in the Center of Chicago’s Insurance 
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is a Cadillac, a can of beans, insur- 
ance protection for large commercial 
accounts, or modest coverage for the 
mass market. Newspapers are flexible. 
They will keep, until work or chores 
are done. This is important to 21.5 
million working women who are large- 
ly unavailable to daytime radio or TV. 

Newspaper ad schedules or copy 
themes can be changed on short no- 
tice. Newspaper campaigns can be 
precisely timed to break for maximum 
seasonal effectiveness or for special 
promotions. 


Other Newspaper Advantages 


A newspaper has “total flexibility.” 
For example, with a little composing 
room cooperation, a local agent can 
congratulate the winners of a com- 
munity contest within hours after the 
final judging. The ad can appear in 
the same issue as the news story of 
the event and often on the same or 
facing page. 

Agents as a class are among the 
most prominent persons in each com- 
munity—identified with practically 
every civic and other worthwhile ac- 
tivity. News grows out of their agen- 
cies—fires, accidents, large loss pay- 
ments, for example. Opportunities for 
news stories—free of charge—are end- 
less. These opportunities have been 
largely neglected in the local Big I 
effort. Agents may complain that they 
can’t take the trouble to arrange for 
publication of news stories. Perhaps 
they would rather sit still and let real 
trouble continue to come to them in 
the shape of dwindling business. 

How many agents have attempted 
to tie Big I in to local newspaper pro- 
motions for homes, home furnishings, 
appliances and community services? 
Special sections are often run in cdlor 
for such campaigns. In every case, 
the agent can climb on the bandwagon 
with an ad. Company furnished direct 
mail can be keyed to the promotion. 

Suggestions for use of newspapers 
by local agents have been advanced 
for years—and largely ignored, except 
for routine insertion of unimaginative 
ecards. Now for the first time in his- 
tory, agents countrywide can coordi- 
nate their specific local advertising 
and news stories of their community 
activities around a single symbol— 
Big I. Such a determined effort would 
be overwhelming in its cumulative im- 
pact and would silence critics of Big I. 
Until the effort is made, however, it 
must be admitted that the criticism 
is partially warranted. 


Companies Have Stake 


Agents should not be held solely re- 
sponsible for the success of Big I. 
Companies have an equal stake in 
the achievement of the purposes for 
which the campaign was started. This 
is painfully obvious. Companies are in 
the project and what it represents. 
They have the option of contributing. 
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Preservation of agents’ business jg » Ege 
servation of their own. Their inte. dyesd 
are inseparable as long as compe: fionl 
operate under the present system, yA yubl 
will still be true, even if that at 
gradually undergoes CON Sideray—adve 
modification. ‘ing 

Companies which include the R, #omp 
symbol in national advertising, 9p gw a 
rect mail and on stationery are ggpMing 
more than most. But inclusion of 4% Né 
symbol alone and use of such phpolicertd 
in national ads as “see an indepengell ness 
agent for your insurance needs,” ) publ: 
not be enough. The question jp gfof s 
buyer’s mind is not “an” but “whislverti 
independent agent and—even mpfyste 
important—where he is. Some ads sfcastl 
not provide answers to these qugputs 
tions. 

How many potential buyers of j on 
surance have read a company’s ; 
tional advertising, directing them as 2 
an independent agent, and have gyginsl 
there only to be told that he did pgthe 
represent that company? How masvett 
likely customers, who already have sprit 
agent, have been inspired to buy gop 
particular coverage by a company 
only to find their agent doesn’t } 
that company but another just as gqqa20 0 
with the advertised coverage? was 


National Ads Have Place a 
Company 


















advertising in  natioggJers 
magazines is intended, among _ othpcop! 
aims, to establish the company nangevel 
in the public mind. This is a legitimamec 
purpose—despite warnings by soptige 
agents who see such advertising as tygevel 
forerunner to direct writing. Anothepduc 
company aim is to arouse interesting T 
coverage or package, and still anothepscri 
is to attract buyers to its own agengrep 

Some skillful company advertising mal 
in carefully selected quasi-national gf ao 
whe 
didi 
call 
any 
at | 
swe 
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jalized publications propels busi- 
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tae < to its agents. Probably all na- 
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2S comnts company advertising arouses 
, System, ty interest in certain coverages. 
that om ut only a few companies which have 


ised nationally and unremit- 
aly for many years and which have 
employed a familiar symbol have been 
io any degree successful in establish- 


Nn sider, 
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TY are digg their names in the public mind. 
lusion of yf National advertising by insurers has 
such phm, over-all values to the busi- 








 indepengell ness, just as the Big I ads in national 
needs,” pf publications have. But both need point 
stion in got sale implementation. National ad- 
but “whjallvertising under the present agency 





could be likened to building 
castles in the air; local advertising 
puts foundations under them. 


—eVen mp 
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Cooperative Newspaper Ads 
uyers of j 






The newspaper should be considered 






































mpany’s » ‘ uC : 
ing them ges a practical advertising vehicle for 

id have gpfinsurers, just as it is for agents—for 

t he did pte simple reason that they are ad- 
How magvertising the same thing, one as the 

2ady have principal, the other as the dealer. 

to buy soggy In New York recently, a factory 


placed a full page ad for General Elec- 





































company ‘ 
doesn’t haptic stereophonic phonographs on page 
just ag gogg2d of the World Telegram & Sun. This 
ge? was accompanied by 91 dealer tie-in 
ads on page 21. Dealers represented 
were from all parts of New York, New 
in nationBJersey and Connecticut. The full page 
among othgcopy has an impressive promotion for 
mpany nangevery single dealer, not only for im- 
; a legitimimediate business but for lasting pres- 
gs by somgtige. This combination represented 







everything that is best in result pro- 
ducing advertising. 


rtising as th 
ing. Anothe 






















interest ip@ The parent ad pictured and de- 
still anothscribed the product, established the 
own agentfreputation and service facilities of the 
’ advertisimg maker, and, most important, directed 








aroused buyers to the exact point 
where they could take action. They 
didn’t have to make any telephone 
calls, look in the Yellow Pages or do 
anything else. While their interest was 
at its peak, their questions were an- 


i-national hy 











see eee 













: swered on the facing page. There was 
zation no time lag during which they could 
ponder whether or not to find out 

‘ who and where the dealer was, and 










whether or not to get in touch with 
him. 

Shouldn’t insurers do more of this 
type of cooperative point of sale news- 
paper advertising with their agents— 
and, more specifically, key such ef- 
forts to the Big I? Why should they? 
Simply because Big I supporters are 
among the best agents any company 
has and are responsible for most of 
the profitable volume of each compa- 
ly. 
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Other Important Issues 
venue Some companies have stated that 
ois they would like to do this type of 
advertising in certain areas but fear 
rect that agents elsewhere would clamor 
ge and §=for similar facilities. The only ques- 


tion these companies have to answer 
es 8 “who is running the show—the 
Cmpany’s executives or the sales 
forces?” Having answered that in the 
tly way possible, they can take ac- 
tion if they desire. 

Some companies have succumbed to 
the idea that national advertising is 
mly possible through consumer maga- 
unes—the same error some have made 

M connection with countrywide pro- 
E motion of Big I. But if a company 

undertook newspaper tie-in, point-of- 

sles campaigns with its agents on a 

é regional basis, it would be 

taching the markets where it wants 

0 do business. Selectivity of markets 

S @ paramount consideration of in- 

‘urers. Newspapers automatically fur- 
this as no other medium can. 

IS a project worthy of the ef- 
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forts of the new marketing divisions | 


of insurers. Once their market analysts 


have determined how, when, where, | 
what, and why they want to sell, the 


newspaper will stand out as the ad- 
vertising tool best suited to meet all 
these problems. 

Big I advertising and individual in- 
surer advertising should blend into 
one single purpose effort—more sales. 
Agents and companies may talk end- 
lessly about image building as the 
objective of their advertising. But be- 
hind every one of those images they 
had better picture a big dollar sign. 
That is what matters when the masks 
come off. 


MUTA Nien Chedeiion 


National Assn. of Insurance Agents 
has appointed as committee chairmen 
Stanley W. Greaves, River Edge, 
N. J., accident prevention; Roy H. 
MacBean, Cranford, N. J., casualty; 
I. A. Rosenbaum Jr., Meridian Miss., 
education; S. H. Warner, Memphis, 
property, and Edwin P. Simon, Chi- 
cago, metropolitan and large lines. 

Other committee 
reappointed. 


National Bureau Revises 
Burglary Rates; Rule 
Changes By Mutual Bureau 


National Bureau has revised man- 
ual rate and territorial assignments 
for burglary coverages. The changes 
are effective Nov. 18 in Alabama, Cali- 
fornia, Colorado, Florida, Georgia, II- 
linois, Indiana, Kentucky, Massachu- 
setts, Michigan, Missouri, Ohio, Penn- 
sylvania, South Carolina, Tennessee, 
and Dec. 16 in Texas. 

The average effect of the rate 
changes on the countrywide premium 
volume, results in increases of the af- 
fected coverages as follows: Mercantile 
open stock, 4%; mercantile safe bur- 
glary, 3%; money and securities broad 
form (inside premises), 4.7%, and 
storekeepers burglary and_ robbery. 
6.7%. 


Most Rules Change Too 


Effective with the rate revisions are 
changes in most states in the rules, 
necessitated by a revision of the offic> 
burglary and robbery coverage, and a 
revision of safe and vault classifica- 
tions for mercantile safe burglary ani 
money and securities broad form cov- 
erage. Excluded are Kansas, Louisi- 
ana, New York, New Jersey, Virginia, 
and West Virginia. 

Mutual Insurance Rating Bureau ha; 
revised manual rules for burglary in 
all states except New York and New 
Jersey. Effective date of revisions i- 
Nov. 18, except in Texas where the 
effective date is Dec. 16, Revised 
burglary rates are also effective Dec 
16 in Texas. 

Manual rules changes by Mutual 
Bureau were necessitated by the sam 
revisions as applied for the Nationa’ 
Bureau. 


Waldeck With White Agency 


Peter C. Waldeck has joined the 
David C. White agency of New York 
in the production department. He was 
for some years assistant manager of 
Loyalty group in New York and was 
then with Manufacturers Fire and 
Manutacturers Casualty of Philadei- 


phia. Later he was in the agency buzci- | 


ness in New York and in Brooklyn. 
Mr. Waldeck is a past president of 


Insurance Square Club and has been | 


chairmen were 


a lecturer in the school of Insurance | 


Society of New York for many years. 


Why Agents Like to Represent 
The Atlantic Companies 


Atlantic executives emphasize 
that the group’s operations are 
guided by the open minded phi- 
losophy of marine underwriters. 
Their venerable but flexible pre- 
cepts are grounded in the belief 
that insured must be served first, 
with a protection program cov- 
ering all his insurable risks; in- 
sured must be encouraged to use 
the knowledge and experience 
of the professional producer; in- 
sured’s claim must be paid 
promptly and ungrudgingly. 
This traditional, undeviating 
philosophy is an ideal one to 


bring to bear upon present mar- 
keting problems in all lines. The 
group is not pressured into make- 
shift methods to meet modern 
circumstances. Its response to - 
market demands rather reflects 
the paradox of an unchanging 
operating philosophy that is not 
only up to the minute, but some- 
times considerably ahead of it. 

Atlantic’s long advocacy of 
the agent in its advertising pro- 
gram, and its early development 
of Top auto coverage are but 
two examples of the soundness 
of its marketing approach. 


Excerpt from an article on marketing which appeared in 
The National Underwriter—September, 1959. 


Have one of our Special Agents come and tell you how 
our unique team—stock company and mutual company 
—can benefit you. Your inquiry is invited. 


Business Established 1842 


THE ATLANTIC COMPANIES 


ATLANTIC MUTUAL +- CENTENNIAL 
NEW YORK 5 - P.O. Box 6, Wall Street Station 
28 Offices in Cities from Coast to Coast 
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Mr. Agent: 
We can lessen 
your “load” 
with our 
prompt service, 
facilities, and 


insurance 








know-how! 
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IAC Hears Formula For Company-Agent Selling Relations 


should provide quality field represen- 
tation—men schooled in sales tech- 
niques. They can train the agent and 
help him train his sales force in turn. 
Agents cannot afford research and 
market analysis facilities, and they 
must look to the field representatives 
for help. 

An agent in any business has the 
right to expect stable, unfluctuating 
company policy. He is made insecure 
by “in and out tactics.” He must de- 
pend on the company for marketing 
and product knowledge and for up to 
date information on what the compe- 
tition is doing. The agent can’t get 
this anywhere but from his compa- 
nies. 

Clear cut communications, oral and 
written, are another company obliga- 
tion to agents, Mr. Berrian noted. 
Agents like to see company men in 
their own backyard for face to face 
discussions which promote mutual un- 
derstanding. 

Agents expect progressiveness in a 
company in all phases of operation— 
in sales, merchandising, servicing, ad- 
vertising and product development, 
Mr. Berrian continued. The agent also 
looks for “profitability” in a company. 
The purpose of any business is to 
make a profit, and this is a key con- 
sideration in the mind of any agent 
handling a company’s product. 

The company which thinks about 
the agent and “walks in his mocca- 
sins” will win his favor, Mr. Berrian 
declared. Finally, the agent expects a 
positive attitude from the company. 
Attitudes represent convictions, and 
they are the key to progress. 

It was generally agreed by those at 


(CONTINUED FROM PAGE 1) 


the meeting that despite Mr. Berrian’s 
disclaimer of intimate knowledge of 
the insurance business, he had come 
up with a tailor made formula for in- 
surer-agent relations and had put his 
finger on present weaknesses. 


Focus On Auto 


The midyear meeting put in sharp 
focus the new role of ad managers in 
the intensified competition of insur- 
ers for select auto business. William 
J. O’Meara, assistant advertising di- 
rector of Aetna Casualty, who mod- 
erated a panel on advertising the new 
auto policies, pointed out that he and 
his fellows have been cast in a new 
and demanding role which sharply 
departs from that of former years. 

William Gillam, manager of the re- 
search division of National Bureau, 
laid the groundwork for the panel in 
a discussion of the bureau’s special 
auto policy. He noted that the adver- 
tisements of certain competitors of 
agency system companies stress the 
idea that they aim to insure only care- 
ful drivers and thus can afford to pro- 
vide auto coverage at reduced rates. 
Members or subscribers of National 
Bureau, and other stock agency com- 
panies likewise aim to insure careful 
drivers, but they wish also to provide 
protection to average drivers and 
even to worse than average operators 
whose records are not sufficiently bad 
to cause them to be revoked or sus- 
pended. The bureau’s special auto pol- 
icy was therefore developed to enable 
companies to afford a broad market 
on a profitable basis. 

The question now is whether the 
special program can put the bureau 
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IT’S MUTUA 


The exploring captains Lewis and Clark, and their Shoshone guide 
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companies back in business in 1960, 
Mr. Gillam said. The program has 
features that will appeal to car own- 
ers, but-no product will “sell itself.” 
Success will be achieved only if com- 
panies institute merchandising pro- 
grams to inform, educate and sell the 
product to field personnel, agents and 
car owners. 


One Company’s Experience 


Mr. Gillam cited the success of a 
company using the program in one 
state. In this state, the company had 
insured 6,200 non-fleet private passen- 
ger cars in 1958. In the first two months 
in which the program was effective— 
September and October—the company 
wrote over 400 new risks under the spe- 
cial automobile policy. If this rate is 
maintained, the company will write 
about 2,500 new risks in a year, or a 
40% increase in volume. 

If other companies have similar ex- 
perience, bureau companies will be 
back in the automobile business in 
1960, and their trend toward a con- 
tinuously decreasing share of the mar- 
ket will be reversed, Mr. Gillam de- 
clared. 

In introducing the auto panel discus- 
sion, Mr. O’Meara noted that present 
competition for good auto business is 
not only with the long established 
“price cutters” but has also developed 
into a battle between the stock agency 
companies. Management of the latter 
has turned to the ad managers for 
marketing counsel and for immediate 
action. 


Rapid Fire Action 


Edward V. Schenke, ad manager of 
Royal-Globe, took the ball from Mr. 
O’Meara and pointed out that man- 
agement, bureaus, associations and 
other groups can take their time in 
discussing auto marketing problems 
and in developing their special pol- 
icies. But when they have concluded 
the talking stage, they look to the ad 
men for immediate action. 

The special auto policy of the bu- 
reau represented a good trial run for 
what ad men may expect increasingly 
in the future, Mr. Schenke said. In his 
own case, he was able to distribute 
Royal-Globe advertising material on 
its Red Shield auto policy two days 
after receiving instructions from man- 
agement. He had established com- 
munications throughout his organiza- 
tion, had familiarized himself with the 
general details of the bureau policy, 
of which Royal-Globe’s is an adapta- 
tion, and was able to add his compa- 
ny’s special features to over-all lay- 
outs and copy presentations prepared 
in advance. 

Mr. Schenke declared that current 
marketing changes are virtually mak- 
ing insurance a “tangible” in the pub- 
lic mind. Ad men are getting in- 
creased recognition, he observed, but 
they should realize that their real 
work is just beginning. 

Mr. O’Meara and T. Ramsay Taylor, 
assistant secretary of U.S.F.&G., dis- 
cussed and displayed special material 
their advertising departments had rap- 
idly developed for use with the special 
auto policy. 


Ad Men Consulted 


Mr. O’Meara noted that more than 
200 persons in his company were di- 
rectly concerned with the program, 
and a large number were indirectly 
involved. The unique feature of the 
project was that the advertising de- 
partment was called in at the very 
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outset. He said that his company 
using cooperative newspaper aq 
paigns with agents and a direct 
program geared to expiration 
These efforts are to be reevaj 
for 1960, but as of now, Mr. OV, 6 
feels that the cooperative new. 
effort is worthwhile, and agents’ ». 
sponse has confirmed his belief nd 
said that in the forthcoming mary p" 
ing struggle, ad men must Reg 
“brass knuckles rather than a powiepi? 
puff approach to their job.” ppen 
C. F. Scheer, public relations ding. ellin 
tor of Zurich, discussed the ops, # /¥ 
development and use of the company,f"@™ 
advertising symbol, Mr. Za. An ingp : 
gral part of the over-all market, °* 
program, the advertising has p pork 
a role in gratifying results this year ous 
The new business production goa) gp°°P 
Zurich for 1959 was exceeded with? 
the first 10 months. The ad progr) 9° 
has pulled more inquiries in a giy,p8® 
month than the company had y ellit 
viously drawn in an entire year, 
the first quarter alone, nearly 209 j,§4°™" 
quiries were received from i me 
press advertising. More  importayf"® 
however, has been Mr. Za’s sucge hor 
in establishing recognition for gapPe 
company. Pxpl 
IAC is considering setting up q In 
award to be given to that publicatig#™5S 
with which an associate member "2" 
connected, which has done the mot 
constructive job either in behalf fu 
the organization itself or in behalf q) 
the business in general. The project 
under the direction of Douglas Buidf™ ! 
of Travelers’ advertising department B°‘! 
At the concluding luncheon, J. Kens 
neth Cagney, assistant seeretary o/M@€ 
Hartford Fire and president of IAC and 
deplored the sparse attendance of aif! 
managers despite the continuing hig nter 
quality of the programs. If anythingMe 
Mr. Cagney understated the situation? 
He urged those present to publiciz 
future meetings and to bring ther 
colleagues. “T 


Hooper-Holmes Honors 
25 Year Employe Group fie 


Hooper-Holmes Bureau, in celebmf § 
tion of its 60th anniversary recently 
played host to nearly 70 members ofS 
its 25 Year Club. Flown in from dp 
parts of the country, the members ap 
tended the annual meeting and banf°¥S 
quet at the Hotel Commodore in New” 
York. quer 

The group also toured the executivq"’™ 
offices, in Morristown, N.J., and at" 
tended a luncheon given in their hon Ce 
there. Edward Ball, vice-president inj¥4s 
the New England area, was elected Mut 
his second consecutive term as pres} “I 
dent of the 25 Year Club. har 
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agents’ nf 4 Fred H. Deeg of National Assn. of 
belief, 5 rutual Casualty Companies. 
le Theme of the second morning’s ses- 


‘hin was “Sales Promotion.” Claude 
n 8 powder pence?, Danville, said, “Only when 
: ; -elling is more than a means of making 
vom dire. living, only when it becomes amuse- 
the orig ment, pleasure, joy... all in one 
> Company; does it become fun. The true 
a. An inte ,jesman sells because he enjoys his 
in work, and his pay is high only be- 


has playgj ause he manages to keep so many 
S this yam eople employed to produce the things 
a oe the is selling.” 

oy: Witt John B. Read Sr., Chicago, gave the 
AG Progra sents many suggestions on telephone 
a at "I elling. When the auto owner prospect 
m a Met swers the telephone, Mr. Read 


a. IW entities himself, adding that he is 
nder the impression the insurance on 


n Insuraney he prospect’s car will be expiring 
,nportatiEortly. In 80% of the cases, this 
es “a ‘“Dpening furnishes an agent with the 
°F ™Pxpiration date. 

ti In closing, Mr. Read requests per- 
ng UP ei ich rly always is 
publicatig g@ssion, whic nearly y 

member se" ted, to phone the owner about a 


e the mefonth before expiration, merely to 
1 behalf ypuote figures. Pek 
in behalf of Wendell Porter of Carter Adjusting 
e project fo» Rockford, Ill., presented his views 
uglas Buide handling claims at the afternoon 
lepartment pession devoted to “Coverages and 
on, J. Ken-P es.” He appealed for cooperation, 
eeretary ypuging adjusters, agents, companies 
ont of IAC nd insured to work together. The 
Jance of aeompany’s job, he said, was simply to 
inuing high nterpret coverages and give assistance 
If anythingf"BeD questions from agents and ad- 
re situation pUsters come in. 


to public Point Out Exclusions 


bring their 

“The local agent is truly an insur- 
pce counselor,” said Mr. Porter. “He 
should recommend the proper protec- 
io for the insured. Let’s appreciate 
he agent’s problems, he gets it from 
in celema sides. However, a “Sell ’em, Don’t 
sry recenth{ Oty How, Just Sell ’em” policy often 
members o(f#4ses trouble. How much have you 
in from aptsotten to tell the insured? Frankly, 
nembers a-Peu are not doing a good job of selling 
g and ban overages unless you point out the 
lore in Nev*clusions.” Otherwise, insured fre- 
quently feels his policy covers what- 
ne executi ‘may happen to his property 
J. and at{Welling, contents or commercial. 
their hone} Comprehensive personal liability 
president inj¥as discussed by Clifford Barber, Iowa 
1s elected }Mutual. 
m as pre} “Let’s take a look at the new policy 
hanges effective Dec. 2. You will be 
peeing a new policy declaration with 
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the breakdown of divisions of coverage 
designed as Coverage L for personal 
liability coverage; M—medical pay- 
ments with a limit for “each accident” 
to be applicable in addition to the 
limit of each person; and Coverage N 
being the physical damage to property. 
One of the additional charges for ad- 
ditional coverages which are to be 
rated will be wading or swimming 
pools. 


Must Educate Agents, Public 


“I believe it is up to the companies 
to educate our agents and the public 
so as to make them fully aware of the 
types of activities not covered under 
the policy. Both agents and clients 
need to be made cognizant of all the 
exclusions in the policy as completely 
as possible so as to avoid any misun- 
derstandings when claims arise.” 

Nicholas Nyaradi, director of Insti- 
tute of International Studies of Bradley 
University, and former minister of 
finance of Hungary, warned that 
Americans “are doomed to murder, to 
destruction, to starvation camps.” 
Whether this sentence against Amer- 
ica will be carried out or not, he said, 
depends upon the citizens. 

The only reason why the U. S. is not 
in a shooting war today, he explained, 
“is that Soviet leaders know in a war 
today the Russian economy wouldn’t 
be able to match the superiority of 
American industry. So long as we are 
able to maintain and expand our 
economy, its health, production and 
prosperity, this will be our best guar- 
antee against seeing our own soldiers 
being killed in World War III.” 


Surety Underwriters 
Elect Feeney At Chicago 


James F. Feeney, Home Indemnity, 
was elected president of Surety Un- 
derwriters Assn. of Chicago at the an- 
nual meeting last week. He succeeds 
Luman E. Williams of Fireman’s Fund. 
Ernfred Carlson, U.S.F.&G., was elect- 
ed vice-president; T. J. Adams, Roy- 
al-Globe, secretary, and H. F. Salene, 
Employers Liability, treasurer. 

Highlight of the affair was the 
awarding of bronze plaques to 12 past 
presidents, including outgoing Presi- 
dent Williams, and John Maehle, Amer- 
ican Surety, retired, who was president 
in 1923 and was the oldest living past 
president attending. 


Holmes Will Run Again 


“John J. Holmes, state auditor and 
insurance commissioner of Montana, 
has announced that he will be a can- 
didate for renomination. He has been 
in office for nearly 27 years, starting 
in 1933. 





Hail Insurers Have 
Fine Year; Losses 
Decrease $9 Million 


(CONTINUED FROM PAGE 2) 
insurance by state in 1959, together 
with the loss ratio and rank of each 
state in premium volume, as prepared 
by Crop-Hail Assn. in its preliminary 
report, are given below: 














Rank by 
Premium Loss 
State Income Premiums Losses Ratio 
$ $ % 

Alabama 40 21,500 59 3 
Arizona 17 ~—-1,099,199 387,693 35.2 
Arkansas 30 162,927 39,643 24.3 
California 32 128,577 28,331 22.0 
Colorado 12 2,028,417 881,997 43.4 
Connecticut 26 281,235 18,285 6.5 
Delaware 44 3,762 

Florida 27 217,072 49,293 22.7 
Georgia 18 1,042,556 612,501 58.7 
Idaho 21 3 134,331 19.3 
Illinois 7 3,972,769 422,569 10.6 
Indiana 20 752,211 55,894 7.4 
Iowa 8 3,959,954 1,095,967 27.6 
Kansas 3 7,412,315 1,465,055 19.7 
Kentucky 13. 2,017,522 928,035 46.0 
Louisiana 46 762 

Maine 39 34,335 30,634 89.2 
Maryland 38 38,319 1,433 3.7 
Massachusetts 34 1,164 9,179 11.3 
Michigan 35 64,692 12,834 19.8 
Minnesota 6 4,224,847 4,361,119 103.2 
Mississippi 37 42,121 6,431 15.2 
Missouri 23 637,991 285,645 44.7 
Montana 9 3,942,574 874,597 22.1 
Nebraska 4 6,760,131 4,359,243 64.4 
Nevada 48 60 

New Hampshire 45 3,388 

New Jersey 2 9,440 3,867 40.9 
New Mexico 14 =: 1,372,934 740,163 53.9 
New York 31 132,331 47, 35.8 
North Carolina 1 8,207,416 2,169,673 26.4 
North Dakota 5 5,436,639 4,995,631 91.8 
Ohio 29 169,58: 88, 52.2 
Oklahoma 11 = 2,064, 482,270 23.3 
Oregon 24 547,957 54,830 10.0 
Pennsylvania 33 102, 22,544 21.9 
Rhode Island 47 4 

South Carolina 15 1,318,970 430,223 32.6 
South Dakota 10 2,693,402 1,441,217 53.5 
Tennessee 22 ly 75, 42.0 
Texas 2 7,680,409 5,632,197 73.3 
Utah 41 14,279 3,5: 24.9 
Vermont 43 6,398 3.4 
Virginia 16 ~=:1,316,300 245,818 18.6 
Washington 19 1,026,441 47,394 46 
West Virginia 36 42,906 8,790 20.4 


26 
Wisconsin 28 177,400 115,384 65.0 
Wyoming 25 357,684 113,174 31.6 


$72,957,828 $32,979,060 45.2 

Since 1944, when premiums exceed- 
ed $20 million for the first time, aggre- 
gate premiums and losses and the loss 


ratio of Crop-Hail. Assn. companies 
have been: 

Total Premiums Losses Loss 
Year Liability $. $ Ratio 
1944 455,306,115 23,937,062 14,982,745 62.5 
1945 543,038,520 29,711,042 17,286,736 58.1 
1946 526,088,978 28,471,387 10,679,454 37.5 
1947 672,442,527 39,478,879 18,036,419 45.6 
1948 646,785,560 32,662,033 15,242,448 46.6 
1949 616,697,448 34,121,500 15,842,793 46.4 
1950 502,941,482 24,688,245 9,921,008 40.1 
1951 701,084,373 33,962,166 20,889,235 61.5 
1952 859,928,809 44,384,949 22,279,117 50.2 
1953 939,715,848 44,669,102 25,534,823 57.1 
1954 1,066,738,917 49,518,192 36,771,334 74.2 
1955 1,216,813,542 54,760,560 34,238,256 62.5 
1956 1,275,844,612 55,374,229 45,041,710 81.3 
1957 1,476,795,422 69,081,955 43,416,014 62.8 
1958 ------------ 77,566,118 41,297,114 53.2 
1959 wee === =----= 72,957,828 32,979,060 45.2 


Accounting, Statistical - 
Men Set Chicago Meet 


Greater Chicago chapter of Insur- 
ance Accounting & Statistical Assn. 
will hold its annual fall meeting Dec. 
1 at the Congress Hotel. William Ges- 
me of Lumberman’s Mutual and Robert 
E. Bradley, American Manufacturers, 
are in charge of program planning. 

Chapter officers are Harry Clark, 
United of Chicago, president; Walter 
Johnston, Continental Assurance, vice- 
president; M. J. Younker Jr., Hartford 
Fire, secretary, and A. J. Regenburg, 
Allstate, treasurer. 


National Union Stock 
Offering Is Concluded 


National Union’s offering of 200,000 
shares of additional capital stock to 
shareholders was concluded Nov. 16 at 
which time they had subscribed to 
99.4% of the offering. Proceeds from 
the sale amounted to $6.5 million. 
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HeNATIONAL UNDERWRITER 


Editorial Comment 


Insiders And Outsiders 


How to achieve marketing improve- 
ment is the most vexing riddle in the 
business. In trying to solve it, some 
insurers have set up new departments. 
In some cases, the former agency or 
production units have been replaced 
by marketing divisions. Emphasis gen- 
erally has been on revised organiza- 
tional patterns; mechanics and meth- 
ods of marketing have preoccupied in- 
surers. Now the question is whether 
present insurer personnel assigned to 
“marketing” is adequate to the job 
or whether outside help is needed. 
Changed men may be as important as 
changed methods. 

Some of the new insurer marketing 
divisions are staffed by precisely the 
same persons who formerly comprised 
the agency or production department. 
The advertising units, which some- 
times worked at loose ends, have been 
incorporated in the streamlined set- 
ups. Thus, while the organizational 
pattern may have been improved, this 
does not mean that the personnel has 
acquired new marketing wisdom 
through changes in the divisional 
name and their own titles. The men- 
tal patterns of individuals are far 
more difficult to reshape than the 
mechanical framework in which they 
function. 

Some insurers have gone outside the 
business for marketing men to take 
the top, or at least key posts in the 
new departments. Some companies 
have also added professional market 
analysts and researchers to these divi- 
sions. Importing these outsiders may 
lead to the criticism that “they don’t 
know the business.” This could be 
their main strength. 

Insurance by its nature is larded 
with technicians. This is true of 
every phase of insurer operation, in- 
cluding the sales function which for- 
merly fell under the agency or pro- 
duction departments. Many of the top 
men in these units; and those under 
them, including field men, spent their 
formative years in underwriting—an 
area tinged with negativism, as it 
must be. When these men were “pro- 
moted” from underwriting to the field 
they were presumably supposed to 


shift gears and become producers. 
This would have been difficult under 
any conditions, but it was made vir- 
tually impossible by the numerous 
technical details and_ self-contradic- 
tory functions they were charged with 
performing. 

They were asked to be building 
inspectors, technical consultants to 
agents, first line underwriters, itiner- 
ant accountants, balance collectors, 
advertising advisers, territorial devel- 
opers, public relations experts—all in 
addition to their quasi-sales function. 
No man could do all of these jobs 
well. The very aptitudes demanded 
for the different phases of this bewild- 
ering assignment are in basic conflict 
with one another. 

When these men were promoted to 
agency supervisory posts and then to 
higher levels, they were again 
charged with many technical and ad- 
ministrative duties in field and branch 
supervision—a load which precluded 
primary attention to sales. In a sense, 
from the day they entered so called 
sales work they were expected to play 
the role of both accelerator and brake. 
Both are necessary, but cannot be 
effectively combined in one man any 
more than in one automobile pedal. 

The result over the years has been 
a conspicuous lack of sales innova- 
tion by insurers. Those innovations 
which have appeared have _ usually 
been in response to an emergency 
or to counter the inroads of the ex- 
clusive agency company competition. 
Witness the present rash of economy 
auto plans. 

In this regard, a shopworn phrase 
used in the business is significant: 
“We must meet the challenge of the 
direct writers.” Never does anyone 
suggest innovations which will pose a 
challenge for direct writers to meet. 
The business seems always to be in a 
defensive posture. This well may be 
attributable to the basic training of 
insurer sales executives and their con- 
sequent preoccupation with technical 
and administrative matters. 

Now that companies have formed 
marketing departments—and even 
this move is patterned on the competi- 


tion’s pioneering—perhaps there is a 
place for innovators from outside the 
business. Several companies have en- 
gaged men from other fields, whose 
technical specialty is marketing. Those 
companies apparently realized that 
they need accelerators. Most compa- 
nies are well staffed with brakes. This 
guarantees that there will be no runa- 
way sales programs. 

These newcomers will have no pre- 
conceptions or taboos. By aptitude, 
training, and past experience in other 
fields of business, they are inclined 
to positive action rather than to de- 
layed reaction. In a large sense, they 
are exactly the same type of persons 
as those aggressively managing the 
sales efforts of the exclusive agency 
companies. 

As for the contention that such 
outsiders don’t know the business, it 
is quite possible that even the oldest 
hand in it won’t recognize the shape it 
may assume in the next few years.— 
J.N.C 





Personals 


John G. Graff, assistant vice-presi- 
dent of Newhouse & Hawley of Chi- 
cago and manager of the Atlanta of- 
fice, is in London conferring with the 
firm’s London brokers. He will return 
to Atlanta the first week in December. 


Mr. & Mrs. Thomas T. North will 
celebrate their 50th wedding anniver- 
sary Dec. 15. Mr. North is the retired 
founder and former owner of the ad- 
justing firm at Chicago which still 
bears his name—Thomas T. North, 
Inc. Mr. & Mrs. North make their home 
at 212 Jefferson, Clearwater, Fla. 


Wendell Jacob, Angola, Ind., agent, 
has been elected mayor there. 


Russell M. L. Carson, Glens Falls, 
N.Y., agent and past president of New 
York State Assn. of Insurance Agents, 
was awarded the distinguished service 
award by the State School Board 
Assn. at its annual convention in 
Syracuse. He has been a member of 
the Glens Falls school board for 34 
years. 


Charles Boswell, Indianapolis agent, 
was elected mayor of Indianapolis by 
a substantial margin in the November 
elections. Mr. Boswell had been serving 
as mayor by appointment when the 
former mayor was elected county pros- 
ecutor a year ago. 
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HERBERT B. KNOWLES, 9}, 4, 
agent of Adrian, Mich., died at 
Woody Nursing Home there, He 
tired in 1953 after 34 years ip 
business. 


ROBERT S. KING, 73, partng, 
the King & Ramsay agency of Det, 
died. He had been with King & p, 
say for 28 years until he reting 
the beginning of 1959 for health » 
sons. For many years he was y 
American Surety and National 


PERVIS B. KULL, 64, vice-pp, 
dent and a director of Bredberg 
ports, Chicago, died there at 9; 
Hospital. He was also an advise 
special credit reports for banks, y 
estate and mortgage companies 
had been with Dun & Bradstreet, 


HAYES McKINNEY, 82, pr 
Chicago insurance attorney, died 
La Jolla, Cal., where he had }j 
since 1953. Mr. McKinney was 
mitted to the Illinois bar in 1903 gj 
graduating from Northwestern Uni 
sity law school. He became 



























> : : eS A 
known in the insurance business cont 
the law firm of McKinney, Car offi 


Barnes & Smalley was actively j 
presenting some of the promin 
stock company trade organizations 
the west. 


THOMAS A. GREELY, special ag 
of National Board at Chicago for { 































past 38 years, died suddenly the M4 
He had the longest term of service ing 
any active special agent of the org; ar 
ization. Before joining National Boa whi 
in 1921, Mr. Greely was for eight ye; the 
deputy fire marshal of Illinois. bec 
STANLEY C. SHUMSKY, 53, iq 
agent at Traverse City, Mich, di > 
RICHARD C. TURNER, 60, maj Ant 
ager of General Adjustment Burg Ter 
at New Bedford, Mass. for 27 yeag roe 
died in the hospital there. He ha of | 
previously been with GAB in Bostg ley 
Baltimore and Buffalo. Wi 
Rol 

New York A&H Chapter | !# 






Hears Welch And Baskin 


At the first of a series of dim 
meetings to be held on the third 
day of each month, New York Cha 
ter of International Assn. of A&HU 



























{ 
derwriters heard J. Francis wed ™ 
vice-president United States Life, q@ 
scribe A&H as primary insurance. | ™ 

Four things can happen to the wa 
earner: He can die too soon, live q ™ 
long, or suffer sickness or injury. li a 
insurance can take care of the fi ” 
two, but sickness or accident—mg ™ 
frequent hazards—can best be insu 2 
against by income protection ins 
ance, Mr. Welch said. le 

Leading Producers Round de 
awards were presented to William PM 
Hill and Louis M. Medill, who he 
their own New York agencies. i D 
sentation was made by Oakley Bast 
Mutual of Omaha, Buffalo, preside 
of the international association. 4 W 
Baskin urged A&H insurers to spons lu 
legislation favoring the business, # D 
to oppose Forand-type legislation. } 





Howard S. Rosan, president, P 
sided. 


Mich. WC Rates Go Up 


LANSING—Rates for wWoOrkmlt 
compensation in Michigan will be 
creased an average of 3.5% as of 
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Allstate Enters 
Reinsurance Field 


Allstate has entered the foreign and 
domestic reinsurance market. 
Judson B. Branch, president, termed 
the move “another step in Allstate’s 
wing emergence as a full and im- 
nt member of the world insur- 
ance community.” He said the entry 
had been further supplemented by the 
recent formation of the company’s 
gwiss subsidiary, Alstadt Versiche- 





“ rungs, A. G. 


Allstate’s reinsurance operation al- 
ready has brought it coverage of 
risks in the United States, as well as 


rg R in several foreign nations, including 
Hil Great Britain, France, West Germany, 


the Netherlands and Mexico, Mr. 


4 Branch said. 


Although Allstate is entering the 
reinsurance field slowly, it has definite 
plans to grow at a steady rate as an- 
other move in its expanding multiple 
line operation. Mr. Branch said the 
move will not only help to provide 
vitally needed protection; it will also 
strengthen the position of private in- 
surance. 

All reinsurance operations will be 


conducted from the company’s home 


office in Skokie, Ill. 


2816 Attend Texas 
Regional Meetings 


Fourteen regional meetings held by 
Texas Assn. of Insurance Agents dur- 
ing the same week in November drew 
arecord turnout of 2,816. The subject 
which attracted all the attention was 
the Texas safe driver plan, which 
becomes mandatory Jan. 1. 

Participating in panels in south and 
east Texas were President Henry D. 
Mason, Wichita Falls; Durward L. 
Anderson, Houston; James L. Curl, 
Temple; and William M. Vittrup, Con- 
toe. Touring the north and west part 
of the state were Vice-president Wor- 
ley Jones, Fort Worth; John Barnard, 
Wichita Falls; Carl H. Hunt, Dallas, 
Robert W. Spurck, Fort Worth, and 
Jimmy Williams, Wichita Falls. 


Defendants Hold 65-47 


4 Lead In Cook County Courts 


Cook County Jury Verdict Reporter, 
the service which analyzes weekly the 
cases in Chicago courts, in its sum- 
mary for the period Sept. 1-Nov. 30, 
shows that in contested cases defend- 
ants have been found not guilty in 65 
and guilty in 47. Total damages 
awarded were $577,445 out of a de- 
mand of $1,919,000. Additionally, there 
were 15 uncontested cases in which 
$245,776 was awarded. 

In the aggregate, the defendants still 
lead in Chicago 65 decisions to 62. The 
defendants have an 18-case edge in 
the contested cases. 


Detroit Agents To Meet 
Detroit Assn. of Insurance Agents 


# will hear Richard C. Gerhan, metal- 


lurgist of Republic Steel Corp., at the 
Dec. 2 meeting. He will speak on “The 
Case of the Vanishing Dollar’—a 
study of inflation. 


a 
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25% Stock Dividend 
For Fireman’s Fund 


Directors of Fireman’s Fund have 
declared a 25% stock dividend to be 
distributed Jan. 15 to stock of record 
Nov. 30. President James F. Crafts 
said that the directors had indicated 
their intent of continuing the 45 cents 
quarterly dividend rate currently being 
paid. The regular dividend declaration 
date is in December. 


Oct. Fire Losses 


Show 3% Decrease 


Fire losses in the U. S. during Octo- 
ber amount to $71,160,000, according 
to National Board, a decrease of 3% 
from losses in October 1958. 

Losses for the first 10 months of 
1959 totaled $872,047,000, a decrease 
of 1.4% from the similar period of 
1958. For the first 10 months of 1959 
and the two preceding years, losses 
ere: 


Month 1959 1958 1957 
$ $ $ 

Jan. 112,983,000 99,918,000 115,272,000 
Feb. 98,120,000 103,853,000 95,569,000 
March 99,610,000 102,722,000 104,565,000 
April 90,689 ,000 99,061,000 85,994,000 
May 81,597,000 85,633,000 79,045,000 
June 77,867,000 90,048,000 69,710,000 
July 82,334,000 80,782,000 77,814,000 
Aug. 74,660,000 75,491,000 78,364,000 
Sept. 83,027,000 73.303.000 72,264,000 
Oct. 71,160,000 73,393,000 77,753,000 

Total 872,047,000 884,204,000 856,350,000 


National Bureau Auto 
Plan In O.; Mutual 
Program Now In Mich. 


National Bureau and National Auto- 
mobile Underwriters Assn. have intro- 
duced their special auto policy and 
safe driver plan in Ohio, effective Dec. 
15. Savings under the special policy 
in Ohio will range from 10% to 15%. In 
other areas where the policy has been 
introduced, they have run as high as 
15% to 20%. The safe driver features 
in Ohio are identical with those in 
Pennsylvania. ’ 

Mutual Insurance Rating Bureau’s 
package auto policy program has been 
approved in Michigan, effective Nov. 
23. The new form is adaptable for 
inclusion of physical damage cover- 
ages, either through individual com- 
pany filings or through NAUA. 


N. E. Advisory Board Elects 


New England Advisory Board of New 
England Assns. of Insurance Agents at 
its annual meeting in Boston elected 
George W. Haynor of Waterbury, 
Conn., chairman; E. S. Welchman of 
Woodstock, Vt., vice-chairman, and 
E. S. Pike of Rutland, secretary-treas- 
urer (reelected). Edgar S. Cook of 
Weymouth, Mass., was elected delegate 
to fill out the term of Archie Dodge of 
Portland, Me., who resigned. Elzie 
Walters Jr. of Stamford, Conn., con- 
tinues as the other delegate. 

Casualty Underwriters Assn. of Chi- 
cago and Chicago Burglary Underwrit- 
ers Assn. will hold a joint annual 
meeting and Christmas party Dec. 4 at 
the Midland Hotel there. 
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CONTRACT TO BUILD 


Seldom known beforehand ...the many causes which lead 
to inflationary liability suits against a contractor. For 
every type of construction, excavation and road work, 
public liability coverages tailored to the job is an absolute 
necessity. At Geo. F. Brown & Sons, Inc., producers receive 
the expert authoritative advice that spells the best pro- 
tection against legal entanglements. 


Let us analyze the needs of your contractor-assureds 
now. And, be sure to ask about our all-risk course of 
construction floater that covers the contractor for all 
properties going into a building under construction. 


Yes ... for unlimited assistance in every form of public 
liability, call — 


GEO. F. BROWN & SONS, INC. 


‘175 West Jackson Bivd. « Chicago 4 » WAbash.2-4280 


116 John Street + New York38 + WOrth 4-0745 




















HHunich 
REINSURANCE COMPANY 


UNITED STATES BRANCH 


MULTIPLE 
LINE 
REINSURANCE 


Executive Office 
70 Pine Street, New York 5, New York 


Telephone BOwling Green 9-5532 


Southern and Facultative Department: 


1401 Peachtree Street, N.E., Atlanta 9, Georgia 
Telephone TRinity 5-896? 
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Bureau, Independent Positions Are Led By Parker And Lemmon 


whether the laws are in need of 
change. 

Mr. Lemmon has been at the helm 
of NAII as it developed from a protest 
splinter group during the writing of 
the all-industry laws in the mid-1940s 
to one of the potent forces in the fire 
and casualty business. Mr. Parker has 
emerged as a leading figure on the 
bureau side without even having taken 
an aggressive position. The more force- 
ful statements in the battle between 
the independents and the bureaus have 
been made on the bureau side in the 
past by J. Raymond Berry, general 
counsel of the National Board, who 
was not at the Chicago hearing. 

Actually, the extreme points of 
view are those of Mr. Lemmon and 
John R. Barry, president of Corroon 
& Reynolds group, whose statement 
was reported last week; but Mr. Barry 
has come to represent only himself and 
his companies, and, therefore, his 
comments do not pack the punch of 
those of Ray Berry. 

The statements offered at Chicago 
by Mr. Lemmon and Mr. Parker are 
presented in summary herewith, to- 
gether with a resume of the questions 
and answers that followed. 


(CONTINUED FROM PAGE 1) 


The eight-page statement presented 
to the subcommittee by Kent Parker 
was expository in nature, being de- 
signed to show how Western Actuarial 
Bureau operates and why, at the same 
time laying the foundation for Mr. 
Parker’s conclusion that he cannot be- 
lieve “that any company operating 
nationally, whether a strong believer 
in the right of independent action or 
whether more inclined to wait for 
general developments of the business, 
would advocate a lessening of the 
progress achieved in gaining greater 
common acceptance country-wide of 
desirable uniformity in such matters 
as forms of coverage, underwriting 
rules of practice, statistical plans and 
coding methods, method of rate level 
review, schedule analysis of hazard, 
auditing procedures, inspection and 
engineering reports and other stand- 
ardization methods that affect compa- 
ny operations.” 

In his historical review, Mr. Parker 
said many years before Public Law 
15 WAB and its technical staff were 
serving as a source of advisory rec- 
ommendations to the fire rating bu- 
reaus in the midwest. Prior to 1900, 
rates were established by local or 
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FIELD REPRESENTATIVE 


One of the nation's top-flight, direct writing, 
Fire and Casualty Companies, desires the serv- 
ices of a successful field representative for a 
Rocky Mountain territory; we also have open an 
Upper Midwest territory. We want a man with 
from three to five years proven sales experience 
—indicating positive, aggressive operation and 
the ability to organize his work time. This man 
is currently earning $6,000 to $8,000 and is lim- 
ited in his position. 


The position offers a top salary, plus commis- 
sions; an established exclusive territory; com- 
plete initial training in a dynamic, fast-growing 
field; with the prestige found only in a success- 
ful, nationwide organization. 


If you are the man who has the above qualifi- 
cations and desires the advantages mentioned, 
please write: 

Box K-68 


c/o The National Underwriter Co., 
175 W. Jackson Blvd., Chicago 4, ih. 














BOUGHT AND SOLD 


Insurance Company and Agency purchases ne- 
gotiated. All replies kept in confidence. 


UNIVERSAL CONSULTANTS 
4211 Chestnut Street 
Philadelphia 4, Pennsylvania 








CASUALTY UNDERWRITING MANAGER 
NEEDED 


Excellent opportunity as M of C Ity 
Underwriting gee with independent Mul- 
tiple Line Stoc pany of moderate size, 
located in midwest. Direct inquiries with com- 
plete personal and experience history, and salary 
expected, to Box K-77, c/o The National Under- 














FIELD REPRESENTATIVES 


Large Multiple Line Stock Organization oper- 
ating nationally on a Branch basis offers 
opportunities to experienced or trainee field- 
men for fire, marine and multiple peril op- 
erations. Inspection Bureau experience 
desirable. Openings available at Rockford, 
Illinois, Nashville, Omaha and others. Give 
complete resume and salary requirements. 
All replies confidential. Reply Box K-72, c/o 
The National Underwriter Co., 175 W. 
Jackson Blvd., Chicago 4, Ill. 








FOR SALE 


General Insurance Agency ideally located in 
South Florida. Volume approximately $100,000 
representing only top multiple line stock com- 
panies. Write Box K-80, c/o The National Under- 
writer Co., 175 W. Jackson Bivd., Chicago 4, III. 








TIRED OF COMMUTING? 
TIRED OF THE OLD GRIND? 


Colorado Real Estate Company in Grow- 
ing Area needs Sales-Office manager. Real 
Estate or Sales Management experience 
necessary. Incentive plan with Stock Option 
available. 


Send resume to Box 2178 
Colorado Springs, Colo. 








FIELDMAN AVAILABLE 


Sixteen years field experience. Interested in affi- 
liation with leading multiple line stock company. 
Capable of assuming complete supervision of 
territory. Prefer southern field. Age 38. Unex- 
celled references. Write Box K-85, c/o The Na- 
tional Underwriter Co., 175 W. Jackson Blvd., 





state boards representing either agents 
or company field men. The absence of 
sound rating analyses and the lack of 
even the most elementary statistics 
produced a growing hostility and dis- 
trust of the business on the part of 
the public, which reacted to the legis- 
latures in the passage of anti-trust 
and anti-compact laws in many states. 

Development of the Analytic System 
and other modern rating methods of- 
fered a more scientific basis for rate 
making, and in the early 1900s most 
of the midwest states gradually re- 
placed the anti-compact and anti-trust 
laws with rate regulatory laws. For- 
mal rating bureaus grew in each area 
from the original privately owned or- 
ganizations. 

WAB, offering recommendations and 
advice to the rating bureaus on prac- 
tically any schedule, rule, form or op- 
erational question that the manager 
might encounter, served also as the 
unifying influence in the midwest, Mr. 
Parker said. 

Rating bureaus, he explained, if lo- 
cal as in the fire field and if com- 
pletely dependent on their own efforts 
and staff for every development, might 
not only lack the means to meet their 
company’s needs in schedules, forms 
of coverages, rules, etc., but would 
have to duplicate in each company 
supported rating bureau the research 
and technical development that might 
have already solved a particular prob- 
lem elsewhere, or produced a desired 
product which companies wished to 
have available. 


Maintain Local Character 


In the property insurance field, Mr. 
Parker explained, the rating bureaus 
have tended to maintain their local 
character as the most responsive 
method of operation to meet varying 
local conditions. The bureaus are 
staffed with people who know the 
local conditions and properties inti- 
mately, who know property owners, 
who know the agents and local com- 
pany personnel servicing the business, 
and who are in a position to deal di- 
rectly with any complaint or matter 
brought before the insurance depart- 
ment involving their operations. “The 
companies so far have continued to 
feel such a local operation and re- 
sponsiveness is desirable,” he said. “It 
is certainly parallel with state regu- 
lation. The trend from an advisory 
organization standpoint, however, is 
towards more centralization of this ac- 
tivity, so that a broader consideration 
can be given in development of rec- 
ommendations, to the end that maxi- 
mum economy and consistency may 
be obtained country-wide. This trend 
is also believed to be in the interest 
of the public and the states.” 

Parker of Virginia asked about man- 
aging committees of the rating bu- 
reaus. If the career bureau men come 
up with a plan for a rate decrease, for 
example, the managing committee is 
in a position to overrule that idea, is 
it not? 

Kent Parker replied that as he has 
seen bureau operations over the years, 





CASUALTY CLAIMS 


Large stock company starting an extensive ex- 





wants young Fire Protection Engineer for ex- 
panding department. Rating bureau experience 
preferred. Salary liberal. Reply to Box K-78, c/o 
The National Underwriter Co., 175 W. Jackson 
Bivd., Chicago 4, Ill. 








writer Co., 175 W. Jackson Blvd., Chicago 4, Ill. Chicago 4, Il. 
WANTED WANTED 
Medium size metropolitan Chicago agency 


Surplus Line Agents for Long Haul Truck— 
Physical Damage (Fire, Theft, Collision) in 
states permitting non admitted Carriers. Re- 
ply Box K-65, c/o The National Underwriter 
Co., 175 W. Jackson Blvd., Chicago 4, Ill. 








program. Excellent opportunity for the 
right ADJUSTERS with 2 or more years expe- 
rience and the SUPERVISING ADJUSTERS with 
5 or more years experience. 


Several attractive openings in Memphis and 
throughout the South. Send resume to: Box NY-18, 





c/o National Underwriter Adv. Dept., 17 John 
Street, New York 38, N. Y. 
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the managing committees rely on ¢ 
bureau manager for his judgment, 
knowledge of local operations. He «: 
he doesn’t believe the manager 
strongly urge a change and be 
ruled. There could be a differeng ; 
views on how something should \ 
done, of course. In his own job, 
Parker said, he has to account ty. 
managing committee. 
Commissioner Parker ply 
the committee system inherent in} 
reau operations doesn’t tend to g, 
the pace. Mr. Parker replied that whe, 
there is a real need, there is resp. 
sive action. 
Who determines that need? Q», 
missioner Parker asked. The ne 
part does, Mr. Parker explained, aly 
with the companies, their agents, » 
others in the business. 
Commissioner Parker said that wh 
worries him is when a question coms 


up and it is presented to the bures bet 
it takes so long to get an answer gus P# 
he sometimes forgets what the isos "8 
is all about and it disappears, Wy 
happens in these cases? he wondered, . 
as | 

Attempt to Get Best Answer Th 
If action is not prompt, Mr. Park z 
replied, it is because the bureay ing 


attempting to get the best possij 
answer. The operations of bures 
in individual states, on a small wi 
basis, tends to take longer. The dei 
sion has been made in the busine 
he explained, to have local bureay 
The idea of a national fire rating } 
reau has been suggested and table 


he 
if not dropped. The unifying influenc§ jn 
in the rating operation will be the a4 pr 


visory organizations. 
Mr. Gerber wondered if the philos-§ 
ophy which brought about Westen} | 
Actuarial Bureau has a tendency tore} of 
tard free competition. Tl 
WAB is 50 years old and it has noi} se 
had the effect of impeding prope} af 
competition, nor is it directed towari} fe 
that end, Mr. Parker replied. The em-} be 
phasis is on uniformity, not for reason} st 
of necessity but because it is desirable} P; 
th 

fo 

a 
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Standardization Protects Public 


Standardization of forms, Mr. Par- 
ker explained, protects the public ani 
builds up confidence in insurance. A 
extended coverage endorsement shouli 
be uniform within a state, and comp-| = 
nies not satisfied with the endorsement 
can have their own, but under another sz 
name as a deviation. If the deviation} 0 
is transformed into something callei] }j 
EC, it should be questioned, Mr. Par- 
ker said, as changing a particula 
named contraet. 

He said he is not in favor of wi- 
formity of rates and never has bee 
opposed to deviation filings. 

“Then you believe there are certail 
areas in which uniformity is in t& 
public interest, such as forms?” Mt. 
Gerber asked. 

Mr. Parker said that is so. He askel 
how state regulation could bring abot! 
what it wants if it had to deal wil 
‘300 to 400 independent operations. The 
same conflicts would arise that brougtt 
about the early anti-discriminatio 
laws. Bureaus work hard to achieve 
uniform forms, and all but specially 
companies and the smallest mutual 
subscribe for them voluntarily. With 
out such forms there would be a rete 
gression to a diversity and lack @ 
public confidence of 50 years ago. 

Hulbert of Utah asked how WAB 
operations would be under the 
ifornia rating system. 

Not having studied that possibility, 
Mr. Parker said he had no reason # 
know, but he expressed the op 
that the WAB-bureau type opera 
gives a more precise and exact bat 
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tes with better understood rating 
ors. He said he believes statistics 
yld have 2 common base, and that 


could see the California system 
Sl ucing statistics of questionable 
veracity if all the companies do not 





B use the same factors. 


Can a trend to more centralization 
of advisory organizations be developed 
without hurting free competition? Mr. 
Gerber asked. me : 

WAB has not, in its operations, re- 
grained company action, Mr. Parker 
answered. Its intent is to assist rating 
pureaus. If the law protects the indi- 
yidual company, as it does, so that the 
company can be independent, or de- 
yiate, then recommendations from 
an advisory source, centralized or not, 
are not inimical to the purposes of the 
all-industry laws. 

Mr. Parker was asked by Mr. Ger- 
ber if he had any views on aggrieved 
parties through his experience in rat- 
ing bureau work. 

There has been only one case in 
WAB territory of a bureau proceeding 
as an aggrieved party, Mr. Parker said. 
The laws differ somewhat from state 
to state, but he said he can visualize 

in which without such a proceed- 
ing available to a rating bureau, the 
pureau could be called guilty of not 
protecting the smaller companies. If 
a company individually has certain 
rights, then the bureau might be duty 
pound to protect those rights for 
smaller companies when otherwise 
they might have no way of being 
heard. By and large, Mr. Parker said, 
in the midwest the bureau does not 
proceed as an aggrieved party. 

What about one year deviations? 
Mr. Gerber asked. 

This matter is being blown up out 
of proportion, Mr. Parker declared. 
The bureaus have not exercised the 
section to obstruct deviations annu- 
ally in the midwest. There have been 
few hearings, and once a decision has 
been rendered no bureau in the WAB 
states has reopened the matter. Mr. 
Parker said he would be surprised if 
the law would not have a provision 
for periodic review of the purpose 
and support for a deviation. The ques- 
tion only is what is a reasonable period. 





Vestal Lemmon 





In his prepared paper, Mr. Lemmon 
said one of the first areas of concern 
of NAII is those statutes which direct- 
ly or indirectly require of all compa- 
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nies affiliation of a rating organiza- 
tion or adherence to a uniform pat- 
tern of rates and classifications. “It 
is our firm belief that these laws do 
not properly serve the public interest 
and that they stand as an open invita- 
tion to federal intervention,” he said. 


Texas Law Is Example 


The Texas casualty rating law is an 
example, Mr. Lemmon declared. As 
administered, it has required all com- 
panies to adhere to a single structure 
of rates, classifications and forms for 
auto and other casualty. Neither devia- 
tions nor independent filings are per- 
mitted—only dividends. “Thus, com- 
petition as we know it in most states, 
and as contemplated by Congress, 
simply does not exist.” 

Mr. Lemmon said Louisiana, Mis- 
sissippi, North Carolina, Texas, Vir- 
ginia, and the District of Columbia 
have rating laws for certain lines 
which do not allow rate variations be- 
tween companies except through for- 
mal deviations from the rates filed or 
promulgated by a statutory rating bu- 
reau or a state agency. He listed the 
shortcomings of these laws as: 

—They impose on companies a sin- 
gle pattern of coverages, classifica- 
tions and territorial relativities under 
which only uniform percentage devia- 
tions within the framework of the 
pattern are permitted. Companies are 
prevented from testing coverages and 
classification systems which they be- 
lieve better than those existing and in 
this way are inhibited from “the exer- 
cise of healthy initiative which is so 
important to progress.’ 

—With the only avenue for rate 
competition lying in uniform devia- 
tions, the inadequacies of the devia- 
tion procedure are magnified. 


Different Climate Today 


Offering a brief review of the his- 
tory of insurance regulation in Vir- 
ginia and North Carolina, Mr. Lem- 
mon said the regulatory systems in 
those states were devised as a means 
to curb “the alarming growth of mo- 
nopolistic powers in the Southeastern 
Underwriters Assn.” Today there is a 
different business climate from that 
in which the Virginia-North Carolina 
mandatory rate bureau statutes were 
established. “We submit that the un- 
derlying historical objectives of the 
legislators who drafted those laws— 
to combat monopolistic practices and 
excessive rates and serve the public 
interest—can and now should be fur- 
ther implemented by making those 
laws more flexible to permit realiza- 
tion of the full benefits of today’s com- 
petitive environment.” 


Takes Exception To N. J. Law 


Another type of rating provision to 
which Mr. Lemmon took exception is 
the New Jersey fire and casualty rat- 
ing law in which it is stated “no in- 
surer shall use rates or rating systems 
made by a rating organization of 
which it is not a member or sub- 
scriber, or by another insurer.” Ala- 
bama and Tennessee have similar 
statutes for fire insurance only. 

Mr. Lemmon said some people have 
endeavored to foster provisions of this 
type as a basis for asserting “a sup- 
posed property right in publicly filed 
rate and rating systems. Recognition 
of any such alleged right would pro- 
vide one of the surest means imagin- 
able for destroying competition, en- 
couraging monopoly and halting pro- 
gress in the fire and casualty insur- 
ance industry. Few, if any, ideas or 
systems in our business are complete- 
ly original; virtually all have been bor- 
rowed from numerous sources, includ- 
ing the bureau and independent com- 


panies and the insurance departments 
as well.” 

Returning to the difficulties of de- 
viations in the mandatory bureau 
states, Mr. Lemmon charged the short- 
comings include allowing the rating 
bureau to oppose the deviation filing 
and hearings and litigation, and in 
fact requiring a hearing unless the 
bureau waives it; applying the provi- 
sion that a deviation is effective for 
one year so as to impose a maximum 
as well as a minimum period and thus 
require refiling each year, an expen- 
sive burden, and causing concern 
when a company refiles for a deviation 
and has its filing contested. There is 
no assurance under the all-industry 
deviation section that a company may 
continue beyond one year to’ operate 
under its existing deviated rate if 
hearings and appeal extend beyond 
that time. This can force a company 
into choosing between having no rate 
at all or returning to full bureau 
rates pending outcome of the proceed- 
ings, Mr. Lemmon said, and either of 
these alternatives will disrupt the en- 
tire rating system of the company and 
result in loss of business. 


Obstructs Deviations 


“The fact that the rating bureau 
is given the right of adverse party 
renders the deviation section suscep- 
tible to use as a means of obstructing 
or delaying efforts of individual com- 
panies to be competitive,” he charged. 
“While figures may be cited to show 
that mathematically speaking only a 
small percentage of deviation requests 
are formally opposed by the bureaus, 
this is not a true standard by which 
to judge the deviation mechanism.” 
He explained that numerically most 
deviations consist of minor variances 
in rules, forms or rate of little com- 
petitive significance, but the record 
before the Senate subcommittee shows 
that companies seeking to use a de- 
viation as a means of providing “vigo- 
rous rate competition as to major cov- 
erages in the fire and multiple line 
fields” have encountered hearings, de- 
lays and even litigation. 

“Furthermore,” said Mr. Lemmon, 
“it requires but an occasional well 
publicized incident of determined bu- 
reau opposition to one company’s de- 
viation filing to deter many other 
companies from even attempting to 
deviate. We know of our own experi- 
ence that this has often occurred.” 

He suggested a solution would be 
to make the deviation mechanism not 
apply to bureau subscribers. They 
would be allowed to proceed under 
the basic filing section of the law the 
same as an independent company now 
does. That would mean a company 
could subscribe to a bureau for rating 
information and filing services, or for 
rating and related information alone 
and make filings on its own behalf un- 
der the basic filing section. 


Praises “Competition” Statement 


Mr. Lemmon remarked that the 
NAIC rates and rating organizations 
committee has adopted a report which 
reaffirms the NAIC position in favor 
of “vigorous lawful competition” and 
which announces support of the prin- 
ciple that “where compatible with 
applicable law, affiliation with a rat- 
ing organization should not effect the 
freedom of an insurer to file inde- 
pendently any multiple line package.” 

This is a “statesmanlike resolution,” 
Mr. Lemmon said, and it should be of 
value as a guide to the states in ad- 
ministering their laws. “We hope it 
will prompt those few states whose 
statutes do not provide for partial 
subscribership to amend them accord- 
ingly. We hope it will also serve to put 
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an end to any further controversy on 
this subject within the industry.” 

On the question of aggrieved parties, 
Mr. Lemmon said he believes the an- 
swer is obvious—neither bureaus nor 
companies nor any other private 
groups within the industry should be 
recognized as adverse parties to for- 
mal proceedings or litigation for the 
purpose of obstructing department ap- 
proval of rate filings of their competi- 
tors. 

This is not to say, he added, that 
those in the industry should be pro- 
hibited from calling to the commis- 
sioner’s attention information or opi- 
nions they may have concerning the 
propriety of a filing. “What we oppose 
is their recognition as a formal party 
to the filing proceedings, with right 
of hearing and court appeal. Such rec- 
ognition would make it possible for 
the hearing mechanism to be used to 
impede or stifle competition by ob-. 
structing or delaying departmental ac- 
tion on rate filings.” 

Widespread recognition of competi- 
tors as adverse parties to filings would 
impose a staggering if not impossible 
administrative burden upon the de- 
partments, Mr. Lemmon asserted. “To 
make it unmistakably clear that it is 
the insurance departments and not 
private interests who are actually 
regulating our business, we believe 
the NAIC should take a firm stand in 
opposition to recognition of any right 
in one segment of the industry to ob- 
struct rate filings of their competitors 
in hearings and litigation.” 





Queried By Commissioners 





Thacher of New York asked Mr. 
Lemmon if, in connection with the ag- 
grieved party section, the intent of 
his remarks was to have this section 
removed. 

Yes, Mr. Lemmon said. 

This would mean then, Mr. Thacher 
observed, that action would have to be 
taken through the medium of the su- 
perintendent. 

That is correct, Mr. Lemmon re- 
plied. Competitors always keep the 
commissioners informed of what the 
other companies are doing, and the 
commissioner would be in a position 
to take action on that knowledge. 

What if the commissioner were fal- 
lible and went along with a filer on a 
low rate while most of the industry 
thought this was a very bad thing; 
who would blow the whistle? Mr. 
Thacher asked. 


Commissioner Should Be Judge 


Mr. Lemmon said the commissioner, 
as the people’s representative, should 
have the final judgment. He reiterated 
that he believes a competitor should 
not have the right to come in as an 
aggrieved party. Mr. Lemmon added 
he can’t conceive of a commissioner 
permitting a rate which would cause 
a company to become insolvent. For | 
a larger company with a good sized 
surplus, using the loss leader concept, 
he said he can’t believe a commis- 
sioner would allow an inadequate 
rate to prevail. 

Should a filing be made public be- 
fore it is approved? Mr. Thacher in- 
quired. 

No, said Mr. Lemmon. Harking back 
to the previous question, he elaborated 
his answer to say he could hardly 
conceive of a commissioner not giving 
attention to the voice of the industry 
when a company has such a low rate 
that it would cause it to go broke. He 
stressed that a filing of this kind would 
go through the same tests as that of 
a rate filed by a bureau. It would have 
to meet standards of adequacy, etc., 
according to law. 
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Parker of Virginia wondered if the 
real objection to the aggrieved party 
provision is the delay it causes rather 
than a competitor taking legal action. 
Mr. Lemmon said, no, he objects also 
to a company or bureau coming in as 
an aggrieved party. 

Mr. Parker asked: 
then, in no uniformity?” 

No uniformity for rates or forms, 
Mr. Lemmon replied, because that sti- 
fles competition. 


“You believe, 


Possibility Of Confusion 

Wouldn’t the public be confused by 
a multitude of policies and rates? Mr. 
Parker wondered. 

Mr. Lemmon said as one of those 
who has had a hand in state regula- 
tion, he has found that policyholders 
don’t read their policies anyway, 
standard or otherwise. It is healthy 
to admit any form that meets the tests 
of the law. Producers will point out 
deficiencies of the competitors’ prod- 
ucts. Innovations historically have 
tended to broaden coverage and bene- 
fit the public, not restrict it, Mr. Lem- 
mon added. It is impossible to legislate 
or regulate honesty. There will al- 
ways be chiselers, but the system of 
regulation cannot be based on the 
chiselers. The better mousetrap will 
get the job done, he declared. 

“Would you advocate that all the 
more than 300 members of NAII have 
different policy forms?” asked Mr. 
Parker. 

Exactly, if they want to do that, 
Mr. Lemmon replied. In most states 
the casualty business has this type of 
freedom without the problems Mr. 
Parker indicated he fears would arise. 

Mr. Parker wondered if the bureaus 
wouldn’t fold up under Mr. Lemmon’s 
plan of diversity. 


Would Be More Members 


There would be many bureau mem- 
bers and many more subscribers, Mr. 
Lemmon averred. The Illinois Casu- 
alty Bureau is an example of what 
happens and how it is accomplished. 

Hulbert of Utah inquired, if the 
companies and bureaus were removed 
as aggrieved parties who the aggrieved 
party would be. 

The insurance commissioner and the 
policyholders, Mr. Lemmon said. 

Mr. Hulbert observed that it is 
known to all that the policyholder 
would not take action. 

Mr. Lemmon said it is a funda- 
mental that no insurance company or 
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organization of companies should have 
the right to oppose a competitor’s rates. 

Mr. Hulbert wondered about dis- 
closure of filings before they are ap- 
proved. 

Mr. Lemmon said it is a burden to 
announce these filings in advance. 
They become public information after 
they are approved and then, if there 
are complaints, they can be registered. 

What is the problem in connection 
with disclosure? Mr. Hulbert asked. 

Delay, Mr. Lemmon answered. If a 
filing is known in advance, there are 
always those who will call for hear- 
ings, raise objections and dress up a 
fancy opposition. 

Mr. Hulbert asked if Mr. Lemmon 
advocated the California type of rat- 
ing law. 


Favors No Plan As Yet 


“IT didn’t say that,” Mr. Lemmon 
answered, but he added he believes 
the California system offers a greater 
degree of opportunity than that of 
some other states. He explained he is 
not favoring the California or any oth- 
er type of plan as yet. NAII is 
studying the entire regulatory picture 
and intends to have specific recom- 
mendations. 

Mr. Gerber offered the question of 
a bureau receiving a rate increase ac- 
companied by some broadening of cov- 
erage. A competing company deviates, 
but deviates from the old coverage. 
Should the deviator be allowed to use 
this now obsolete base? 

Mr. Lemmon said this should be 
viewed as being a separate filing. 

Mr. Parker asked if deviating com- 
panies are cancelling, doing a job of 
strict underwriting in order to keep 
their deviations. 

Putting a risk into the assigned risk 
plan is less help to an independent 
than it is to a bureau company, Mr. 
Lemmon answered. Texas, with uni- 
form rates, has an AR problem of its 
own. The problem of cancellation could 
be as much one of inadequate rates 
as of underwriting. It could arise from 
excess commissions. With competition 
as hot as it is in automobile insurance, 
the risk going into the AR plan is 
bound to have something wrong with 
it, Mr. Lemmon answered. 


Brooklyn Brokers Elect 
Brooklyn Insurance Brokers Assn. 

at its November meeting elected Al- 

fred J. Rosse president to succeed 
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Peter A. Locke who becomes chairman. 

Other officers named are Abraham 
Punis, Attilio P. Gerardi, and Stuart 
Fries, vice-presidents; Louis J. Mares- 
ca, secretary; Nicholas V. Sichenze, 
financial secretary; David H. Krasnoff, 
treasurer, and Leo Feldman, sergeant- 
at-arms. 


Dillard President Of 


Insurance Institute 

John H. Dillard, vice-president of 
Fireman’s Fund, was elected president 
of Insurance Institute of America at 
its annual meeting in New York. He 
succeeds W. Irving Plitt, vice-presi- 
dent of Atlantic Mutual. Milton W. 
Mays, America Fore Loyalty, and 
Thorin T. Grimsom, Crum & Forster, 
were named vice-presidents, and F. 
Harman Chegwidden, Camden Fire, 
was elected treasurer. Harry J. Lo- 
man, dean American Institute, is ex- 
ecutive vice-president, and Arthur C. 
Goerlich, president Insurance Society 
of New York, is secretary. 

The Edward R. Hardy prize for the 
most distinguished graduate of the 
year was awarded to Joseph M. Zan- 
gerle, service superintendent of State 
Farm Mutual Auto at Springfield, Pa. 
The Ben S. McKeel prize for the per- 
son in claim or loss adjustment work 
who receives the highest grade in 
three examinations was taken by Her- 
bert R. Slade, regional claims attorney 
of Nationwide Mutual at Syracuse. 

Other prizes for the highest grades 
in examinations were won by James 
A. Schlax, Kenosha, Wis. agent; Reu- 
ben Leonard, Nationwide Mutual, Ra- 
leigh; Alan C. Curry of State Farm 
Mutual, Bloomington; Donald L. Wolfe, 
Western Adjustment, Warren, O.; Mr. 
Zangerle, and William C. Schulte of 
St. Louis group. 

Mr. Loman awarded final certifi- 
cates to 337 persons who completed 
the requirements in 1959. 

Named to the board of governors 
were Walter E. Beeson, Great Ameri- 
can Indemnity; John A. Diemand, 
North America; Harry D. Durham, 
Iowa National Mutual; Walter L. Falk, 
Royal-Globe; Mr. Plitt; Charles P. 
Jervey, Travelers, and Edward J. Mar- 
tin, Phioenix of Hartford. 


Two Michigan Mutuals 


Propose Merger 

Farmers Mutual of Chippewa, Mack- 
inac and Luce Counties (Mich.) has 
voted to merge with Hastings Mutual. 
The merger proposal has been sent to 
the Michigan department for approv- 
al. The upper peninsula has some 800 
policyholders who would be serviced 
from a branch office at Pickford under 
the merger. It is also understood that 
broader coverage will be available to 
members of the northern group who 
previously have been covered only for 
fire. 


Brumfield Named In Tenn. 


Edward E. Brumfield has been ap- 
pointed Tennessee field representative 
for Lumbermens Mutual. Mr. Brum- 
field, who has had both company and 


agency experience, just completed 
home office training. 
Hays To Philadelphia 

Standard Accident has appointed 


Robert E. Hays claim supervisor at 
the company’s Philadelphia branch. 
Mr. Hays joined the company in 1949 
as claim representative at Mr. Vernon. 
In 1955, he was placed in charge of 
claim operations at that office, and 
remained in this position until his re- 
cent appointment. 
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Zurich Has 2 Agent 
Recruitment Kits 


Zurich has released two new ; 
prospecting kits to their field fy 
Entitled “Tomorrow’s Business Togs “ 
and “Take Off,” they are being sen. 
the 21 branch offices. 

“Tomorrow’s Business Today” 
be presented to agent prospects 4 
give them a better idea of the pa 
ground and scope of the Zurich 
panies, what they have done 
where they are headed. 

“Take Off” is a “starter” kit, 
that will enable newly appoints 
agents to begin selling Zurich’s poligiah 
immediately. 

According to Fred H. Oliver, agg . 
ant U.S. manager in charge of 
and marketing, the kits are two mor 
tools for use in a current agent, 
cruitment program. The company, gj 
Mr. Oliver, “will be content with 4 
growth of its agency force only whe 
every good-sized town and city in 
U.S. has its Mr. Za—an alert Zurig 
American agent, selling sound, up) 
date coverages, and enjoying the sat 
factions that every good agent 
serves. We want the best, and we) 
prepared to show why the best show 
want to represent us.” 


> ay 


Citizens Casualty Doubles f™ 
Dividend To 40 Cents i 


Citizens Casualty, which has paidiple ¢ 
semi-annual dividends of 10 cents sfaccel 
share in 1958 and 1959, will hencefour | 
forth pay 10 cents quarterly. Thefbeca 
first payment on this basis will pefot th 
made Jan. 15 to holders of record offther 
class A stock on Jan. 5. tices 


pen nal 
N. H., Vt., Field Supervisor 


M 
Teco 

Great American has appointed Johnjance 
D. Furkey field supervisor for News 
Hampshire and Vermont. He will make}din 
his headquarters at 65 West Merrimack} ive 
Street, Manchester, N. Y. tion: 
Mr. Furkey was previously New} 
Hampshire special agent of Aetna. 


Service Guide 


O'TOOLE ASSOCIATES 
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Heydens Hill Road Fairfield, Connecticut 
Clearwater 9-8852 
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ACTUARIES 
MANAGEMENT CONSULTANTS 
LIFE—FIRE—CASUALTY 
EMPLOYEE BENEFIT PLANS 
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CONFIDENTIAL NEGOTIATIONS FOR 
SALE OF INSURANCE COMPANIES 


Ralph 4. Colton 


30 N. LaSalle St. Chicago 2, Ill. 
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is 
'O NEW agen losses up to a relatively low mon- 
r field foMiry figure, usually about $100, Mr. 
SIN€SS Toggdiiorton stated. 
' being sens the speaker said he had had his 
off make a survey of this subject 
Today” »: agencies handling losses. Some 100 
Prospects geents belonging to KAIA had been 
Of the bap interviewed and the composite infor- 
Zurich conf stion is “quite interesting.” 
€ done, gif yirtually every agency interviewed 
andles losses, and with a surprising 
ter” kit equency Almost all confine their 
IY appoinjdhandling to simple problems of repair- 
Tich’s poligidiyg property up to a limit of either $50 
, $100. Some, however, exceed that 
liver, assigfiatter figure, and others even handle 
arge of sani party claims, Mr. Horton noted. 
are two mos Agents are almost unanimous in 
‘Nt agentine belief that loss handling helps 
Ompany, siffneir business. Very few report having 
ent with tibeen involved in any difficulties with 
© Only whedbither companies or insured. 
d city in th Every independent or bureau adjust- 
alert Zuricifpr has been involved in claims and 
Ound, up-tillosses which reached him in a very 
ing the satidhonfused condition because of previous 
1 agent ddipichandling on the part of some agen- 
t, and wetfky employe, Mr. Horton said. How- 
> best shouiffver, the survey indicated that this is 
ot true in Kentucky, the majority of 
ransactions involving no such prob- 
em. 
Doubles Of Integrity 
s Although the vast majority of peo- 
*h has paible are honest, many of them do not 
10 cents sfaccept the “unassailable integrity of 
Will henesfour business,” Mr. Horton stated. And 


rterly, Thefecause of this cynical attitude, many 
isis will pefof them assume that they must protect 
of record offthemselves. They then resort to prac- 
tices they would not think of in a nor- 
mal contractual relationship. 
‘ Mr. Horton then made a number of 
ervisor recommendations regarding the avoid- 
Ointed Johpfance of certain types of claims. The 
or for Neyjagent should first of all avoid han- 
e will makefding any type of third party claim. 
- Merrimackfiven the apparently simple situa- 
tims, such as parked car cases, are 
ously New|itaught with danger. The agent should 
f Aetna. j#s0 avoid being involved in any claim 
where insured is to receive a direct 
payment of money. There is here a 
geater possibility for chicanery than 
inarepair situation. In such a claim, 
inured usually knows whether the 
agent has underpaid or overpaid him 
ad has an easy opportunity to be 
resentful or cynical or both. 
With regards to repairs of insured’s 
property, Mr. Horton said it was im- 
portant to acquire sufficient facts for 
adetermination of coverage. The pol- 
iy form should be examined and if 
the claim is not clearly covered, it is 
well to avoid handling it. It should be 
aso determined whether there is any 
substantial betterment involved in the 
repairs. 
Mr. Horton said he would advise the 
agent never to make direct arrange- 
ments for repairs with any concern 











Conneciil/Yextept with the advice and consent of 

e insured. And even though the repair- 
ng firm is known and trusted, the 

NE, Ine }j tills should always be looked over, he 
concluded. 

LT ANTS Paul H. Jones, Tucson, president of 

















Service Guide 


Head Office 
Dale House, 710 Victoria Square, Montreal 
COMPLETE INSURANCE SERVICE 
THROUGHOUT CANADA 
LLOYD'S AGENTS . .. MONTREAL 
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HeNATIONAL UNDERWRITER 


‘urvey Shows Most Agents Handle Losses 


(CONTINUED FROM PAGE 2) 


NAII, discussed various matters at lo- 
cal, state and national levels, and 
warned particularly against low pre- 
miums and cut rates. He contended 
that insurance rates must be realisti- 
cally priced for any company to re- 
main financially stable. 

Robert A. Lawton, Central City, the 
association’s state national director, 
stated in his report that the national 
association was handicapped by hav- 
ing only a million dollar advertising 
campaign. In reality, several millions 
of dollars should be spent on it, he as- 
serted. 


Discuss Premium Financing 


An interesting agents’ forum was 
held on the second day of the conven- 


tion. This was composed of four 
agents: Frank G. Brown, Madison- 
ville, who discussed “Premium Fi- 


nancing”; Caspar S. Gardner, Owens- 
boro, “Direct Billing & Continuous 
Policies”; Baylor Landrum, Louisville, 
“Incorporating the Small Insurance 
Agency”; and Mr. Lawton, “Bank- 
Agent Auto Plan.” 


“In an era that many say is marking 
the end of the rugged individualist as 
an effective force, all professions, 
businesses and trades, and industry 
are turning increasingly to organiza- 
tional effort within the framework of 
American private enterprise to protect 
their interests and welfare,’ Maurice 
Herndon, NAIA federal liaison repre- 
sentative, told the Kentucky agents. 
In this new organization era, the NAIA 
is becoming an increasingly important 
and vital force in one of America’s 
greatest industries, he continued. 


He termed the Washington office of 
NAIA as a vigorous, healthy and in- 
fluential outpost for the agency system 
and “but one of the important areas in 
which NAIA is now active.” He 
stressed, however, that all of these 
activities emanate from the grass roots 
cooperation and support of the indivi- 
dual members. “The leadership and 
influence of the national association 
was never more firmly indicated than 
it was during the recent Congressional 
inquiry into state regulation of insur- 
ance,” he said, and lauded the testi- 
mony presented by Morton V. V. White, 
Allentown, Pa., chairman of NAIA fed- 
eral affairs committee, “as being in 
the finest tradition of private enter- 
prise dealing with its federal govern- 
ment.” 


‘Not A Witch Hunt’ 


Mr. Herndon said that although 
some aspects of the inquiry may be 
unpalatable to some, “the inquiry is 
not a witch-hunt. We in the insurance 
industry are, for the first time, being 
given the opportunity to see ourselves 
as others in Washington see us.” He 
quoted the counsel for the Senate 
subcommittee, Donald McHugh, speak- 
ing before the annual NAIA conven- 
tion, with the “comforting remark” 
that “further regulation of the insur- 
ance industry at the federal level 
would probably create more problems 
than it would solve.” 


Statements such as this, said Mr. 
Herndon, “should serve to stimulate 
ever increasing activity and determin- 
ation on the part of state agents’ 
associations to the end that their 
legislatures will appropriate the neces- 
sary funds to enable every state in- 
surance department to employ the 
necessary trained personnel so that 
any possible loophole or weakness in 
insurance regulation, as brought out by 
the Senate subcommittee hearings, can 
be plugged ... The states must in- 


deed regulate insurance and not just 
talk about it ... Congress will not 
accept any excuses from the states for 
not being able to regulate fully, such 
as inadequate funds or inadequate 
personnel.” 

C. G. Conner, highway patrol in- 
spector, Texas department of public 
safety, gave a detailed run-down on 
the traffic accident problem and what 
can be done about it. He said there 
must be strong organized public sup- 
port of traffic safety programs—or the 
legislative, executive and _ judicial 
agencies of government will not feel 
called upon to force drivers to acquire 
“the kind of knowledge, skill, habits 
and attitudes necessary to drive in 
modern traffic.” 

Mr. Conner opined that two differ- 
ent groups of citizens in the business 
community have a responsibility in 
traffic far greater than any other 
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groups—the motor transportation in- 
dustry and that portion of the insur- 


ance industry dealing with motor 
vehicle highway transportation . . 
“The insurance people engaged in 


dealing directly, making a living di- 
rectly from motor vehicle highway 
transportation, have a leading role to 
play in the necessary citizen action.” 

An unusually large number of reso- 
lutions were passed. Although these 
were chiefly of a complimentary na- 
ture, one resolution did urge National 
Assn. of Casualty Underwriters to 
quickly file a safe driver-merit auto- 
mobile plan in Kentucky. 

Other notable events of the three- 
day meeting included an address by 
Commissioner Thurman, an introduc- 
tion to the “new, new” homeowners 
by Kentucky Capitol Stock Insurance 
Assn., and an information forum mod- 
erated by Mr. Chrisman. 
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BE FIRST IN YOUR COMMUNITY WITH THE COMPLETE 
KCFM PLAN. CALL, WRITE OR WIRE TODAY... 


The Kansas City Fire and Marine 


Kansas City, Mo. 
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PIONEER 
of 
Lawyers 
Professional 
Liability 


Insurance tionship. 


BALTIMORE 





Since July 1, 1945, thousands of policies protect- 
ing many of the country’s leading lawyers and law 
firms have been written by this Company. For 
claim and underwriting know-how based on more 
than a generation of experience, consult your local 
agent. Professional protection with New Amster- 
dam means a personal, private, confidential rela- 
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>» Any Great American producer can 


provide overseas coverages for customers 


> For information, write to our 
Foreign Department, AFIA, 
161 William Street, New York 38, N. Y. 


° who travel or do business abroad. 


GREAT AMERICAN 


INSURANCE COMPANY 


FIRE MARINE - AUTOMOBILE + CASUALTY - SURETY 
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